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an e-x-p-a-n-d-e-d line of 


Switch and Outlet 
Bracket Boxes 
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No more balancing, juggling or mis-aligned 
boxes when you install an APPLETON 


Eagle Claw’ bracket switch box with claws 


@ So successful have been the new APPLETON switch boxes 
with “Eagle Claw” feature that APPLETON now makes 
available a wide variety of boxes that require no nails for 
mounting. A few are illustrated here. In addition, all popular 
styles are “Eagle Claw” fitted. Next time you need switch or 
outlet boxes, specify APPLETON “Eagle Claw”... 


the original and the best! 










Sold Through Franchised Distributors Only 
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Write for Literature! 




















exclusive | ECON dual-element 
| fuses reduce heating 
and eliminate 
nuisance blowing 


lement which reduces 
ECON Dual-Element fuses blow c 
get: Positive protection of ¢ 


open ECON Dual-Ele 

tive. Result—cooler operation. A 
Knife Blade or Ferrule type from 0 to 600 amps, 250 and 600 v 
details write: Economy Fuse Division, Federal Pacific Electr 
Dept. 336, Chicago, Illinois 
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TO OUR DISTRIBUTORS 


On April 27 we changed our terms of sale to provide a 2% cash 
discount on Square D standard industrial motor control. We 
knew this action would get 4 warm welcome ~~ but we didn't 
anticipate the degree of the enthusiasm. Here are quotes from 


some of the letters we've received - 


_a great economic aid to your gistributors-" 


.you will receive many pouquets from your distributors 


throughout the country for this move- 
ocedures and further 


LA) 


it will strengthen paying pr 
simplify accounting methods. 


_ judging by the comment there has been in the electrical 


trade concerning cash discounts, Square D has taken 4 


and enabled distributors to add a real 


very forward step 
" 


measure of efficiency to their clerical operations. 


_another of many forward steps made by your company in 


the bettering of our industry -" 


Naturally, we've enjoyed getting this kind of mail. We will 


continue our efforts to further the electrical wholesaling 


industry wherever and whenever we can. 


Sincerely, 


Ww. J. Moriarty 
Manager, Distributor Relations 


Wp “wt yie’ ; ts 4a ’ 
4 +s aes bid ’ ee 7 = ry {8 bet" 
Ath Pa Tien 909 Ses . ois Sa Saree 


Wy 
" rts a) 


ey a 





{ program 


pays off. 


Successful 


sales tool 


{ 2-prong 


birthday show. 


This division 


is profitable. 
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with cross-ir dexed reterenc es 


° ° Confidence seems to be a much used 
HENDERSON-HAZEL CORP. Dept. 8-96 Credits and Collections word in the lectrical distributing 


13601 EUCLID AVENUE + CLEVELAND 12, OHIO F “ : ‘ 
Welcome again to another “sales idea field, but how do you build it and 
session” in print. more important, how do you put it 
send me complete details a As always, EW touches many bases’ to work on the customer firing line 


Gentlemen 


PRICE SERVICE in this issue. Here are some of the for maximum effectiveness? You'll 
bligatior irticles you'll find find one distributor’s salesman’s an- 
Name “Making Profits From Within.” Wel! swer to these and other questions in 
our West Coast editor, Howard Emer- Confidence Is His Key to Better 
son has done it again. After much _ Sales,” beginning on page 52 
mileage, picture-taking and many 
detailed interviews with vice president Talk about “spectaculars”? TV has 
Address E. E. Karsten and the staff of Gough nothing on Cadillac Electric Supply’s 


Industries, Inc., Los Angeles, Howard — recent 40th anniversary party—a two- 


Title 


Company 


City Stote 
has come up with another incisive and day production” that featured = an 


interesting 10-page analysis of this industrial exhibit by forty blue-chip 


wholesaler’s successful program of manufacturers of electrical and elec- 





internal reappraisal and reorganiza tronic products. The show won the 
tion for a healthier profit picture. Our interest and attention of 3,000 select 


National 
Price Service and Ernie Karsten for sharing with guided through the big lobby floor of 


EW’s readers across the nation the Detroit's Veteran’s Memorial Build- 
helpful ideas and information contain ing by the combined staffs of Cad 


sincere thanks to Gough Industries ed customers and prospects who were 


ed in this “let’s look at the record illac and its electronic distributing 


HENDERSON-HAZEL type article. For the complete story division, Ferguson Electronic Supply 

CORP. on this profitable topic, see page 37. Co. The direct cost to Cadillac: $15,- 

000. The results: priceless and im 

at’ tn sdenca ie sd me < > \ » firs r } SX 

13601 EUCLID AVENUE + CLEVELAND 12, OHIO What's your “confidence quotient”? measurable, says the firm. See page 5. 
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Cut costs... 
without cutting 
corners! 


Specify... GEDNLY CONDUIT BODIES 


Gedney Conduit Bodies mean lowest installed cost! That’s because they 
are skillfully made of tough, malleable iron, then hot-dip galvanized, ar d 
finally, they must pass the toughest inspection. Accurate machining and 

i t 


threading assure easiest installation. . . ruggedness assures longe 


service life! 


THE GEDNEY CONDUIT 
BODY LI 
NE INCLUDES ALL TYPES—SIZES 2" TO 4” 





TYPE LB— Threaded — for 
duit. Use them with Gedney entra 
clamp backs to get an entire cond 
hot-dip galvanized. 





TYPE FS Threaded shallow bodies for 
heavy-wall rigid conduit. Hot-dip galvanized 
finish prevents corrosive deposits means easier 


wate as 
installation, longer i1le. 





SCORES OF OTHER GEDNEY FIT? 


available for every purpost all carel 





manufactured and inspect 1 t 


installation ¢ 








ELECTRIC COMPANY 
GEDNEY) 
DG. RADIO CITY NEW Y 


Point 





Factory and Shipping 





GEDNEY FITTINGS FIT 
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SILVER-PLATED for Cooler Operation 


Gives positive protection against non-conducting, 
heat-producing copper oxide. Prevents power waste 
through watt loss. Reduces maintenance. Keeps 
switchgear, busways, switches, panel boards, mo- 
tor starters and other apparatus cool and safe. 
SAY “SHAWMUT” for your own Protection. 


Specify SHAWMUT. Get SHAWMUT — The Silver- 
Plated Line. Amp-trap . One-Time . Trionic . t-d 
Renewables. All have silver-plated contacts ... 
at no extra cost. Only Shawmut has them. Call 
your distributor now. 


© 1959 The Chase-Shawmut Co. 


THE CHASE-SHAWMUT co. 
374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiary of |-T-E CIRCUIT BREAKER CO., Philadelphia, Pennsylvania 
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DYN ACHROME 


U/L approved as oil proof . 


be submerged in oil without “athe A” 


YELLOW 


ne to provide highest visibility and 
N NN greatest safety factor. 
yi SHY 


MARKED 


clearly with type, size and number 
of conductors, as well as catalog Write today for 
number, all for easy identification. new FREE catalog 


Well Built Wires Since 1899 


WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 





= — 


TELEPHONE CHestnut 8-5515 TWX: NH84 
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TIMES and TRENDS 
In High Gear 


Recent reports are painting a glowing picture of a resurgent economy. The 
1958 downturn has been left far behind, so much so that pre-recession records 
ure being cracked with regularity. The Federal Reserve Board’s index of industrial 
production reached 149 in April—2 points above March and 3 points above the 
pre-recession peak of 146 in February 1957. The nation’s output of goods and 
services (Gross National Product, or GNP) climbed to a record annual rate of 
467 billion in the first quarter—8% above the recession low. Employment is 
up, construction is up, steel output is up, automobile sales are up, freight loadings 
ire up—in fact, every sector of the economy, except exports, is burgeoning 

The electrical wholesaling industry, too, is racking up a substantial increase in 
volume. Through March the Bureau of the Census reports sales of electrical 
apparatus and supplies distributors rose 9% nationally over the first quarter of 





last year. There are some significant regional variations from the national picture, 
however. Sales of distributors in the Far West shot ahead while volume for most 
eastern and midwestern regions was marking time at best (page 88). Barring 
a steel strike, volume should continue to pick up relative to last year, with 
healthy (or possibly unhealthy) assist from higher prices 


Making Profits from Within 


In some quarters the distributor is viewed as being considerably more vocal 
about his problems than vigorous in pressing for solutions. In regard to a specific 
problem—poor profits—this notion is even more pronounced: the smoke is seen 
as pouring out but no one seems to be doing much to put out the fire. 

We certainly don’t subscribe to this point of view. To say that distributors are 
doing little in a constructive way to preserve their profits is ridiculous. The plain 
‘act is that most are, some with better results than others. One distributor 
Gough Industries, Los Angeles—has what in effect is a theme for its program 

Making Profits from Within.” 

According to Ernest Karsten, Gough vice president, this is “the only answer 
for the electric supplies distributor in a metropolitan area today.” ELECTRICAI 
WHOLESALING Is privileged to present the details of this distributor’s profit-finding 
program. We thank Ernie Karsten for enabling us, through his words and our 
pictures, to show how and where they are being found (page 37) 


Unusual Sale 


Iraveling a territory for an electrical distributor has been called closer to public 
relations work than selling in the strictest sense. The reason apparently is that high 
pressure and the hard sell have no place, and that the primary function of the 

ilesman .5; to create and maintain friendly relations with customers. In the 
course of preserving a favorable climate, the salesman performs a number of 


services for the customer, none of which represents selling per se but all of which 
add up to keeping repeat orders pumping into the house 

Yet this view of the salesman’s role fails to suggest that it has its dramatic sales 
moments, that there is always the possibility of a big or unusual order material 
izing, and that most salesmen relish closing these just as the angler does landing 
the big one. To check this out, we asked salesmen on a recent survey question 
naire, “What was the most unusual sale you’ve ever made?” 

The answers came in—some bizarre, some inspirational, some with big dollat 

ns, but all pointing up that this was a sale to remember. In a broader sense, 
it was also true of one laconic reply that read, “They all seem to be unusual from 
the viewpoint of showing your accounts why they should buy from you when you 
have 17 other wholesale houses selling almost the same thing you have in the 
ame territory” (page S54) 
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ABC ARMORED CABLE, TYPE ACT 


IS EASIER AND QUICKER TO INSTALL 


PLASTIC INSULATED CONDUCTORS are clean, easy stripping, with solid 


——r clear colors, and minimum diameter for easier installation in boxes 





PAPER TAPE which is tough, moisture-resistant yet easily removed 
> 


protection to the insulated conductors 


INSULATED BUSHING for protection against sharp ends of armor, furnished 
& with each coil of cable 


BOND STRIP UNDER ARMOR is used in all sizes. A flattened aluminum bond 
r ing wire in contact with the under side of each convolution of the galvanized 


steel armor assures a permanent, low resistance through armor to ground 


PREFABRICATED BREAKING LINES. At intervals of every 1'2 inches on 
CRESCENT ABC Armored Cable you will find a small cut mark. This cut 


mark shows the location of a prefabricated breaking line inside the armor 


Only a few short strokes of a hacksaw guided by the cut mark are required 
to cut through ONE outer ridge, and a bend by hand severs the armor. By 
actual test, this saves 30% of the time ordinarily required. A clean separa 
tion results, with no sharp edge. There is no chance of injury to insulation 


because only one OUTER ridge is cut 


The prefabricated breaking lines in the armor are so made that THERE IS 
NO REDUCTION of tensile strength, bending qualities, crushing resistance 
or electrical conductivity. This armor construction meets all requirements of 


Underwriters’ Laboratories 


, GRES CENT 


¢" 
fs 


CRESCENT INSULATED WIRE & CABLE CO. 


Trenton, New Jersey 
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TOP OF THE NEWS .. . and its significance to you 





News About Prices 


NAED Officers Named 


Housing Slowdown 
and Tight Money 


House Unit Votes 
Fair Trade Bill 


Ist Quarter Report 


Merger 


REA Bill 
Veto Sustained 





Heavy Electrical Equipment: new orders are coming in at much 





better rate than last year when demand hit the skids. New orders 
are coming in particularly from utilities. Pricing has recovered almost 
completely from last November's “price war” (/W Noy. ‘58, p. 8) 
See page 102 for story 

Price Notification Bill: GE’s R. J. Cordiner recently opposed Price 
Notification Bill before Senate Antitrust and Monopoly Subcom- 
mittee of Senate Judiciary Committee. He said bill would have evil 
effects on business health of distributors, suppliers, dealers, National 
Association of Manufacturers said bill is big step in government 





control on U.S. economy. 
Electronics prices:* Nation’s purchasing agents say: prices in elec- 
tronics will increase 3 to 5°: during ’59. Buying will rise 10 to 20%. 


Reason for pricing up: increases in steel, copper etc. Conclusion of 





p.a. report is this: sales are slated to by-pass $8.5 billion in °59 


Firms will increase buying over last year. 


Chicago: George W. Provost Jr., of Doubleday-Hill Electric Co., 
Pittsburgh, Pa., has been elected NAED president. Also elected 
regional vice presidents are: Southern Region; J. A. Meier, Tampa, 
Fla. Central Region; C. E. Butler Jr., St. Louis, Mo. Eastern Region; 
B. H. Boatner, Pittsburgh, Pa. (See July issue for details) 


The °59 home building boom is showing signs of slowdown. A 
recent report says big reason is tight money. Mortgage money is 
growing more costly and harder to get and most builders and lenders 
see this as a continued trend. FHA now says °59 and ‘60 starts will 


total 1,285,000 


The House Commerce Committee overrode Administration objec- 
tions and said yes to federal fair trade bill. The bill would permit 
manutacturers of branded or trade-marked products to set minimum 
retail prices simply by notifying distributors. Those selling below 
minimum retail price would be subject to federal prosecution. Dis- 
tributors would be subject to law even if they didn’t come under 
other federal statutes affecting interstate commerce. For one dis- 


tributor’s outlook on the fair trade question, turn to page 98. 


First Quarter Report shows earnings top “58 by 53°. Trend is ex- 
pected to continue. Outlook: more investment by business. See News 
for the industry, page 8&7 

A plan to merge Hevi-Duty Electric Co., into Basic Products Corp., 
both of Milwaukee, Wisc., has been announced. It's subject to ap 


proval in June 


The Congressional drive to override President Eisenhower's veto on 
a bill to strip Agriculture Secretary Benson of authority to pass on 
rural Electrification loans, was halted recently when the House of 
Representatives upheld the President's veto. The bill had proposed 
to leave the final decision on loans to R.E.A. Administrator David 
Hamil, while Benson kept his authority to obtain loan funds from 
the Treasury and for general supervision over R.E.A.’s operation 
Prior to the House action, former President Hoover had warned 
that R.E.A. was insufficiently controlled and would be more inde- 
pendent if the bill's veto was overridden. 
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There’s a Royal Flexible Cord for every ser) 

ed right selling. Royal « 
requiren ubber, Neoprene and TI 
ture Wires. Lamp Cords. Heater Cords, Mac! 
Bell Wires, and Coaxial Cables. Your 


to give \ 


ROYAL ELECTRIC CORPORATION, 


ge. 


EXTENSIONS CAPs AND 


AND CABLE 
CONNECTORS 
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“HANDI-PAK” 
W™” PORTABLE CORD 
[250 FT. SPOOL 
ca te, 4626-20 
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ROYAL ELECTRIC CORPORATION 
PABTUCETT, RHODE (SLAB + Boe 4 
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NEW PRODUCTS 





Fixtures 


New line of fixtures designed for 
pendant suspension 
New 
tures 
pendant spension, 

make! 

suitabl 
con 


res Fix 
lamp 
Choice 
plast C 
na panels 
Make claim nee ind latches for 
hielding tram re concealed and 
| to avoid light leaks, 


Sylvania 


SLOTIS 
rovid unbroken nes a 
Lighting Products, 
Products Inc., New 


Wire 


Designed for power supply use, 


Sylvania Electric 
York, N. Y. 


maker says 


| panded | Ol \ } y sufety 
ontrol wire, tor las circults, Is 


wlabl vith or 3 


\ ‘ onductors 
of No. 18 or No. 16 AWG size, paral 
e Chester Cable Corp., Chester, 


1OW 


Manual Starter 
Features two moving parts in push 
button mechanism 


through 


) , T hn +) 


n 44 \ | ' 
e Furnas Electric Co., Batavia, Il. 


Break Glass Switches 
Two 


available 


forms of control switches 


on ir 


toh 


ttl 4 Ne. | cous 


rm n | double throw 
remote 
ontrol glass 


lor 


vle pole 


hen 


, 


rated 
Q-\ iC Or 
e Automatic 


10-amps 
Switch Com- 
Park, N. J. 


pany, Florham 


12 


Load Centers 

For 100 and 200-amp installations 
with three phases 
New 


centers 


line of three phase “MP” load 


for 100 and 200-amp installa 


tions now available Boxes contain 


{ 


trom 12 to 42 circuits: will accommo 


date any combination of one, two or 
maker 
have UL approved connectors for cop 


Rated 


208-y 


three pole breakers Says, and 
conductors 
3 phase jobs: 4 wire 120 
120/240-v ac: 3 wire 


ac. @e Murray Mfg., Corp., Brooklyn 
ne. .- B. 


per and aluminum 
lor 


>4 
ac and 240-5 


Lamp 


Fluorescent lamp is rated at 3100 
lumens 


lamp delivers 77.5 lumens per watt 


with a rated life of 7500-hrs on 
Start) circuits 
hrs on preheat ballasts with FS 400 
maker Says Called 
Premium 3 the completely 
designed lamp with gas filling, ts 
i t@ 17 


present 


rap d 


and more than 5000 


Starters the 
new 
Said 
per cent more light 
than models of 
¢ General Electric Lamp dept., Gen- 
Electric Co., Cleveland, Ohio. 


same type 


eral 


Motor 
Reversible motor operates on dc; 


has permanent magnetic field 


Double has shaft 


maker says 


gear reduction motor 
speed low is 10 


Available 


to +-\ dec 


rpm 
from 6 
shatt 
frame 


for Various 


inputs 


and with output 
Motor 
die aluminum e 


Carter Motor Co., Chicago 18, Tl. 


peeds 10 to 100 


rpm 


ind gear Case cast 


Tong Ammeter 
Designed 


amounts of dc 


for measuring small 


New type PB tong test ammeter is dk 


signed for measuring small amounts of 


de, in amp divisions, from 0 to 10 
read both 
e Columbia 


Cleveland 14, 


amps. Can also be used to 
ac and dec up to 20 amps 


Electric Mfg., Co., 
Ohio. 


DC TO Dc 
CONVERTER 


Voltage Converter 
Converts low voltage dc to high 

voltage dc 

lightwe instrument 


Voltas ! to high voltage 


Portable 
verts low 
dc. Weighs 


moving part tuo O! 


con 


and no 


contains 
vibrators 
maker say uses two powel 


oscillator circuit. e 


Central Scientific Co., Chicago, Hl. 


transistors n an 


Fittings 


Provides watertight seals around 


conduit or cables 


vailable fo uS¢ vith threaded o1 


unthreaded steel conduit, fibre conduit 


or with exposed cables Five types ol 
wall and floor entrance fittings provide 
conduit or! 


watertight seals around 


cables as they pass throt gn founda 
tions, floors or walls of a building. e 
O. Z. Electrical Manufacturing Co., 


Inc., Brooklyn, N.Y. 


Midget Solenoid 


Available for continuous 
termittent duty applications 


and 


in- 


Unit comb “imum power ca 


ity with smal ize for efficiency 
maker 
from 


lite || 


miniaturize issemblies 
ys. Plunge idjustable 
in to vith maximum 
intel 


ozZ, continuous dut\ + Ounces 


mittent dut high by 
n long by *4-1n wide. Coil 
trom 6- to 110-v, d e Guardian 
Electric Manufacturing Co., Chicago, 


values 


11% 


onl 


Pressure Control 

Unit is waterproof and explosion- 
proof, maker says 
New 


for alr, 


high Ontrol suitable 
yressures now 
HYS8 is 
Cove pre ure ranges trom 
nited Electric 
Mass. 


n page 92 


available cali 
brated 
10 psi to 1700 psi. © 
Controls Co., Watertown 72, 
More New Product: 
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LET'S GET DOWN TO EARTH A 


iy komme tales Mal lasts PeodaloMeotolabiel-jisleMeil-llaale 
Just the best in wire and cables. 


PORTABLE CORDS - WELDING CABLES - MINING MACHINE CABLE 
LAMP CORDS +: THERMOSTAT WIRES-- POWER SUPPLY CABLE 


Adal -a Me Zo) Meot-l Mie] m@iet-to)(-Mmet-11 Mh ie] al Or- tae), 


CAROL CABLE COMPANY -« Division of the Crescent Co., Pawtucket, Rhode Island 








WIRE 
CONNECTORS 


BAKELITE + SET-SCREW + PORCELAIN 


A TYPE AND SIZE FOR EVERY JOB! 


Hi-4 & Hi-6 BAKELITE 
WIRE CONNECTORS 
NOW UL APPROVED 
FoR 600 VOLT USE 


1000 VOLTS IN 
SIGN OR FIXTURE 
COMPLY WITH NATL. ELEC. CODE 
AND THa‘'S NOT ALL—also U.L. listed as 
pressure cable connectors for general use in 
all types of branch circuit wiring—conduit, 
armored cable, non-metallic sheath open and 
fixture hanging machine hook-up, ap- 
pliance repair, etc. MILLIONS IN USE... 
MILLIONS MORE WILL BE SOLD! 


ASK FOR FREE SAMPLES 


"LOK-IT.”.. 


WIRE CONNECTOR 
WRENCH 


(TWIN SOCKET) 


FOR THAT 
FINAL TWIST! 


Slip “LOK-IT" over 
Hi-6 Bakelite 


and twist 


— 
the end of a Hi-4 or 
Screw On" Wire Connector 
LOK-IT does the work! Saves 
fingers and makes terrifically tight connector 
Thousands of electricians are 
now using “LOK-IT."’ Write today for your 
FREE packets of Wrenches and Connectors. 


ints easily 


OTHER ‘'Hi'' QUALITY PRODUCTS 


Screw Anchors @ Lead Anchors & 
Toggle Bo 


Bolts 
AND MANY MORE! 


MAIL TODAY FOR 
1959 “Hi” CATALOG 


HOLUB INDUSTRIES, Inc. 


450 ELM ST. - SYCAMORE, ILL- 


HIGH VOLTAGE 





Buyers May Be Prosecuted 


Federal agency may have won first attempt to prosecute 


buyers who benefit by price discriminations. 


— involving three automotive 
jobber buyin associations have 
been completed by the Federal Trade 


The deci 
upheld by the courts will 


Commission tn Washington 
sions il 
prove a turning point in the agency's 


yrosecutle buyers who 


attempts to 
benefit by price discrimination 
Under section 2(F) of the Robinson 
Patman act, it is unlawful for a buyer 
knowingly to induce or receive 
t discrimination in price which is pro 
hibited by this section.” 
e Provision— This is the provision of 
the act involved in the new rulings; 
the law attempts to make it just as 
illegal for buyers to induce or receive 
the price discriminations which the 
law makes it illegal for 
grant. 
However, prior to the 
sions, the FIC has 


trated its enforcement on sellers. The 


sellers to 


present deci 
mostly concen 
izency has persuaded the courts that 
a seller is out of bounds under some 
conditions in granting a lower price 
to one buyer than another competing 
buyer 
But in 
first real 


1953, the commission lost its 


make a buyer 


who gets a_ preferential 


attempt to 
price Ove! 
with the seller 
price than that 


competing buyers liabk 
for receiving a lower! 
given to tito! 


compell 


Ruling 


The Supreme Court held that just be 
cause a buyer bargains for and gets a 


lower-than-list price does not prove 


he “knowingly” inducted a discrimi 
natory price 

In its most recent attempt, the com 
mission has ordered three group buy 


ing organizations and 


their 42 jobbers 
to stop inducing and accepting dis 
criminatory 


prices from. their sup 


pliers. Each group has 90 days to 
appeal the decision. The commission 
already has ruled that the suppliers 
involved granted illegal price discrimi 


nations 


Decision 


Ihe three cases are similar and were 


decided on the same legal grounds 


In the case of one wholesalers cooper- 
jobber members, the 


commission says. the 


ative and its 
jobbers violated 
section 2(F) by receiving rebates up to 
19° higher han those received by 
their competitors. The FI¢ 


that the jobbers knew o 


asserted 
should have 
known these rebates could not be 
legally justified by the sellers granting 
them 

According to th 


the group buying 


commission, under 
arrangement, job- 
bers sent their orders through the coop 
to suppliers and were billed through 
the coop. This was the only change, 
said the fedreal commission, in the 
purchasing procedures followed by 
jobbers after 


omimneg coop The 


seller made delivery irect to each 
jobber 

Rebates, based on the aggregate pul 
chases of ill members of the coop 
iid by the 


ebdates were 


savs the agency, were p 


coop the 


seller the 
1 to each 


distributed member in pro 
portion to the amount of each job 
ber’s individual purchase 


e Knew of Effect 
the commission, 


According to 
the jobbers were well 
iware of the pl differences and 
knew of e “probable adverse effect 


of such 


Reason 


The commission's decision 
that the 


group did not result in 


points out 
operation of the buying 
Significant 
savings to the ler because pur 
chases and delivers vere made in 
substantially the manner and 
the same qt though each 
jobber was individua 


rather than 


Requirements Met 


The Federal Trade Commission spe 


} 


rules that the requirements 


cifically 
set up by the Supreme Court in a 
that the 
evidence must include a showing that 
the buyer, knowing full well that there 
was little likelihood for a seller to 
cost justify the discounts, nevertheless 
induced or received the discriminatory 
prices. 


previous case had been met 
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the RIGHT [aii 
configuration news 


for every 


HARVEY HUBBELL, INCORPORATED 


grounding job sasiondiins Oipasinesl 





Ever since 1947, when the Schirmer report cited the “shocking” need for 


adequate grounding, Hubbell has been developing and adding to their EVOLUTION OF 

grounding device line. As new code requirements were introduced, new 

wiring device configurations were designed to prevent accidental interchange 5 AMP 125 VOLT 
°F 


between units of different ratings. Here are the many faces of Hubbell’s 
grounding family. By presenting it in this form we hope to clarify this 


subject and aid you in specifying the right unit for the job. GROUNDING DEVICES 


ISA - 125 Volt 7 The Schirmer Report, published in 1947, 
tind sat wl cass decal was the first comprehensive study of the 


prevalence and causes of electrical acci- 
dents. It indicated that accidents involv- 
ing portable tools and household appli- 
ances are due primarily to two causes: 








I ! 
! | 
I ‘ | 
| 4 C | ; 
| C i. oe | 5261 h 5261 one, use in very wet locations, and, 
\ ~ | D . } fl | Tye | | Tyee two, shorted insulation in the switching 
C) I , Ge | | | on mechanism. 
~ — r wi | 2 
re 17 aN7572 | Ph a While lack of proper grounding was not 
Parallel Blade i Twist-Lock’” ff Vis f ' the only cause of accidents, many fa- 
5262 | 4700 — \\ ZF /Standard \ ~ ‘4700 talities might have been prevented by 
aes i — es — ™ é Grounding effective grounding. Of the cases eae 
oe LT Twist-Lock lyzed, 278 fatal accidents could have 
7369 “Twist Lock” 4792 been prevented if portable equipment, 
' 


drills, saws, sanders and similar tools, 
had been effectively grounded. 








15 Amps., 250 Volts 15 Amps., 15 Amps., 125 Volts : 
277 Volt According to the report, causes of the 
. 1S Deen SD Volts accidents in this area were 3-fold: 
1 ' 
4 is 
, Parallel : es 1st, negligence in not wiring “pigtail” grounds 
c c | ) 26 | 2561 { 7 | standard furnished on 2-wire caps. 
j | 1 | Type “p_e y 
ts | | a Twist-Lock 
eeu | | ‘aes with 
Tandem Blade | Twist-Lock ! y Tandem | { Tander 
661 | For Grounding Only | Blade [ Blade 
Type i 47 i 5661 ees 
1 eres | » 
| I 5290 7375 
! ! 


10 Amps., 250 V 20 Amps., 15 Amps., 


15 Amps,, 125 V 250 Volts 277 Volts 





| ! 
: 2 ae ! | | 2 
, C / | a 
| \ r I | | - om waa 
- [ | | | . No v 
| | Py are 
Crow Foot | Crow F New | New 1 30A., 250V y 3 
7051 tye | 6810 7 In Development 4 In Devs | 9350 type 
a ai 
! | 1 
| 3rd, insertion of a male, 2-wire cap furnished 
on 125 volt appliances into receptacles wired 
: i } for 250 volts. 


HARVEY HUBBELL, incorrorateD 


BRIOGEPORT 2, CONNECTICUT 


WIRING DEVICE OFFICE AND WAREHOUSE LOCATIONS 


Bridgeport 2, Connecticut Los Angeles 12, California 

State and Bostwick Streets 103 North Santa Fe Avenue IN CANADA 

Chicago 7, Illinois San Francisco, California Scarborough, Ontario 4 

37 South Sangamon Street 1675 Hudson Avenue 1160 Birchmount Road Continued on page 109 
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& New! Better! Best! 


Line-to-load products with exclusive features plus flexibility 








RESISTS 


ar i: : LAY-IN. WIRE 
CORROSION | 
12 TIMES : NO FISHING 


LONGER 














SNAP-ON CAP 


HERARDUCT METAL MOLDIN 
Acid bath torture test proves superiority. Double protection: Installation in a jiffy ! Only one man to install. To maintain or 
It’s Sherardized (exclusive zinc process to galvanize in depth)! add wiring, just snap off cover, repair, replace or add conductors 
It’s coated inside and out with MVC-1 (exclusive polyvinyl snap on cover. Flat, oval shape. Direct surface mounting. 
chloride resin that lasts and lasts)! Attractive satin gray. 


ay ae Ne 4 RA 


N AND LO-LOSS FEEDER BUSWAY O 0 
Lo-Loss busway has closely spaced bus bars for minimum corrosive areas. The only electrically-approved brand. 
voltage drop. Ratings to 4,000 amperes. Plug-in busway like fibers in wrought iron create rust-imper s surface. 
provides easy access to power along entire length of run. ‘amous National Electr 
Ratings to 1500 amperes. coatings. Bends easily and 





Quality control eliminates splits and high seams. E.M.T. with Outlets every 6” or 18”. Solid copper electrical system from 
automated electronically-inspected production. Electrogalva- panel box to last outlet. Lifetime receptacles. No screws, splices 
nized outside surface. Aluminum enamel coating inside and out. or weldpoints to become loose. For kitchens, workshops, 
Easy fishing. Superior bending. Silvery color. offices, stores, laboratories and factories. 




















-Trom National Electric 


and capacity potential to meet tomorrow's power needs today! 


















NEW! 15,000 SERIES HEADERDUCT BASEDUCT 

Largest available capacity. A full 20.294 square inches of Saves up to 75% roughing time. Only 3 fittings needed, no 
wiring area. Provides 100% accessibility to any or all cells in screws, no welds. Multi-outlet surface raceway system for 
cellular steel floors. Handles largest phone cables. A complete new or existing construction. Large, easy-access capacity for 





system for cellular floor construction future wiring 




















MYLAR* TAPED BUILDING WIRE TUFFCOTE TELEPHONE W 

Four times the abrasion resistance of rubber-filled tape. Highly Three times longer service than bare or low-insulation lines. 
resistant to flexing. High dielectric strength. Withstands Eliminates costly tree-trimming and noisy circuits caused by 
action of acids, alkalies, moisture, and oxidation. Smaller “grounding” in windy, wet weather. Exclusive thermoplastic 
diameter. *Dupont ‘Mylar’. insulated wire easily spliced to conventional wir 















NEPCODUCT NEPCO-LOK INT! ICKED NM 

New junction box is quickly brought into alignment with Outstanding flexibility cuts installation costs. Installed quickly 
finished floor even after concrete has set. Leveling adjustment around corners and projections. Economically relocated for 
can be made with screwdriver without removing cover plate. changing power needs of the future. 600-5,000 or 15,000 volt 
Lazy susan interior partition can be relocated in case box should ... one, two, three or four conductor assembli« 





be inadvertently installed in incorrect position. 





EXPERT APPLICATION ENGINEERING SERVICE AVAILABLE ON ALL PRODUCTS! 


fa } 
' NATIONAL ELECTRIC DIVISION ORTER 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION, Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION 
Copper and Alloys—RIVERSIDE-ALLOY METAL DIVISION ; Refractories—REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, VULCAN-KIDD STEEL DIVISION 
Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION. and in Canada. Refractories. “Disston” T 

“Federal” Wires and Cables, “Nepcoduct’’ Systems—H. K. PORTER COMPANY (CANADA) LTD 


H.K.PORTER COMPANY, INC. 









WORLD’S MOST WIDELY USED 
ELECTRICAL TEST INSTRUMENTS 


AMP 


THE ONLY LINE THAT COVERS ALL YOUR TESTING NEEDS 


(eit TT te 


/ v (amy } 


/} 
\ AMPROBE RS-1 


The economy snap-around volt am- 
meter with many features of the 
great RS-3 including rotary scale, 
pointer lock, printed circuit, and ad- 
vanced movement design. 4 current 
ranges. 2 voltage ranges 


Only $39.85 


AMPROBE JR. 


The advanced voltage tester that 
gives you current, too. Available in 
seven models, ranging from 10 amps 
to 100 amps in either 125/250 or 
150/600 volts. Choose the model 


that fits your job Only $19.85 


SCORE VIC C OCHO CCEC HEC HOO 86 OOO SEES OOOOH 8 


AMPROBE 
ENERGIZER 


AMPROBE 
DECA-TRAN 


Makes your Amprobe the world’s most Multiplies the sensitivity of any Am- 
flexible and versatile electrical test probe ten times—for precise readings 
instrument. Extends amperage read- ° on small appliances and fractional 
ing 10 times. Gets readings as high horsepower motors. Onjy $3.75 


as 1200 amps Only $24.75 


o:-6't €: 6 0-6-0 £76 6°85 @ 


i ee ee eee ee fe a oe ee oe en ae ee we re ae ee et ee ie ee ee er er ae ee eg ee ee ge ae ge 


Seeeecseseseeeseeneeove0eeceeoe 8 6 © eee eeeeeee 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, N. Y. WORLD'S LARGEST MANUFACTURER OF SNAP-AROUND VOLT-AMMETERS. 
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June, 


are you buying 
completely rustproof conduit? 


PITTSBURGH STANDARD HOT-DIP GALVANIZED CONDUIT IS 


rhe zinc chromate coating that characterizes Pittsb 
Dip Galvanized Conduit doubles the protective Ii 
And the hot-dip galvanized and coated threads 
sharp. No chasing or cleaning required even 
age for months All 
identification 

For ease in handling, Pittsburgh Standard conduit is banded into 
master lifts, and the individual bundles of each size are identified | 
color-coded bundling tapes. All these features are 
vhen you buy Pittsburgh Standard. Ask for them 


tributor Pittshureh Standard Conduit Company 


AT VERONA AND MORRISVILLE 


TRICAL METALI TUBING 
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ITTSBURGH 
TANDARD 


CONDUIT co. 
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Increase your outdoor lighting sales by 
using Revere’s professional layout service 


Revere offers widest line of outdoor lighting 


No matter what the outdoor lighting job, Revere has the 
equipment for it. Revere offers a wide range of incan 
descent, mercury and fluorescent lighting fixtures, cluster 
lights, hinged and rigid poles, transformers, and acces 
ories. The complete Revere catalog is all you need to 


be in the profitable outdoor lighting business 


Lighting layout service helps you sell 


Revere’s qualified engineering staff is always ready to 


give you professional outdoor lighting layouts fast 
ind at no charge. Into each Revere layout goes 30 years 
of concentrated outdoor lighting experience you're 
ure the lighting is engineered for peak efficiency. Send 


us specifications for your next outdoor lighting job 


Simplified ordering, pricing, billing 

You can save time and money by ordering all your out 
door lighting equipment from one reliable source. With 
Revere, you can select all « omponents from one catalog, 
place one order, have one price source receive one 
invoice. Sales costs and clerical detail are kept to a 


minimum, and your overhead is reduced accordingly 


Matched units for trouble-free installation 


You can cut contractor call-backs by ordering all com 
ponents for an outdoor lighting job from Revere’s 
matched line. This assures you that the equipment will 
fit right for proper installation. It means one delivery 
from one manufacturer no wasted time co-ordinating 


ind expediting deliveries from several supplier 


Write for Revere Outdoor Lighting Catalog 


ouTrDpooR oa one 


Revere Electric a Co. 


Long Distance 


ile 
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FEATURES: Rugged construction 
Made of high conductivity 
Suitable for all purposes 
Variable, each connector takes wi 
Exceptionally compact 


Reusable 


Write for detailed information and price 


2 A 


\DOSSERI 
YEARS OF V7. Hu treet, Brookly 


TECHNICAL Y/ 
KNOW-HOW 


> 
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WIND Up WIRI NG voBs FAST 


Built n Connecto;, 
Clamp. Just tighten 
'WO screws on EMT 
Or rigid Conduit. 
- thre ads or 
fittings needed— 


SQVes tin al 


e 


The rods 
thick fr O 


Copper Srmor uniforr 


NP to tip Steel core and 
sharpened POint for 


Cla PS are 


easy driving 


designed to 





with the , 


ti a) 
all type conr 


Priced fa, lower 


t-ebo 


Doit Connectors 


On | 


§: 


Ps 


4 
x £ 
a2 


2110 HOWARD +) A LOUIS 6, mo, 


CEntral 1-8100 
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Uncompromised 





flexibility 
begins with 
an empty 
wey 








...and a 
“Stab-in” 
idea 





Now contractors can meet all day-to-day requirements with a small investment in 
readily available from distributors stock. Write for bulletin 1-215A, Federal Pacif 


 reverar PACIFIC ELECTRIC COMPANY 


June, 


The Best 
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FEDERAL PACIFIC'S NEW TYPE SF FUSIBLE 
LOAD CENTER LINE—has no fixed circuits 
... 10 standard enclosures take the place of 
208 separate devices ...meet all requirements 
from 30 through 200 amp main disconnects. 


23 


























NEW CROUSE/HINDS Electrical Connectors 


...insure foolproof polarization, errorless assem- quirements for resistance to corrosion, chemicals, 
bly, maximum interchangeability. high and low temperature, pressure, shock, vibra- 
... meet and exceed rigid military and industrial re- tion, dust, humidity, moisture, and leakage of air. 


Completely foolpi 
proper receptac le 
way Unsymmetri 
improper mating 


contact configurations 


FAST, EASY, ERROR-FREE 
ASSEMBLY 
Polarization ke 
arrangement in ins 
bly of p 
Sold 


IM pos 
] 


rmngisa 

SEALED AGATI 
ENVIRON TV 
“Stach 

enetrab 

} 


imp 
shel 
| 


is 
I 


ct SOO 


MAXIMUM INTERCH 


ANGEABILITY 
h diameter are interchangeable 


Male ind 
both plug 


diam. Voltag 
4D, E,B 
6B00\ 


CROUSE/HINDS COMPANY 


SYRACUSE, NEW YORK 


Offices: Atlanta, Baton Rouge, Birmingham, Boston, Buffalo, Charlotte, Chicago, Cincinnati, Cleveland, 
Corpus Christi, Dallas, Denver, Detroit, Houston, Indianapolis, Kansas City, Los Angeles, Milwaukee, 
New Orleans, New York, Omaha, Philadelphia, Pittsburgh, Portland, Oregon, St. Louis, St. Poul, 
Salt Lake City, San Francisco, Seattle, Tulsa, Washington. Resident Representatives: Albany, Boltimcre, 
Reading, Pa., Richmond, Va 
Crouse-Hinds Company of Canada, Ltd., Toronto, Ont 
Crouse-Hinds Instrument Company, Inc., Silver Spring, Md 





the beauty... 
the design isire 
the performance... 


- you've hoped for in one switch- 











ROCKER-GLO 
— a Si 
a he i i a 


After intensive testing, Pass & Seymour proudly presents 
ROCKER-GLO .. . the one switch that answers all your 
needs. 

A switch that is trouble-free and packed with eye-appeal. 


ROCKER-GLO does the job of all types of switches. It 
combines toggle action and press action with luminous and 
quiet features that answer all individual customer needs. 


You can tell when it’s on or off. 


No matter how you choose to 
operate the new ROCKER-GLO, 
the merest brush of a finger pro . ‘ ‘ 
Hones inatent ‘action S end AVAILABLE in Despard interchangeable type, Despard type 
ROCKER-GLO glows in the mounted on strap and narrow rocker for tumbler switch plates. A 
dark! The switch that looks right, 
feels right and is right for every 


type of wiring job 7 
I & jo Send for brochure on Rocker-Glo Dept EwWw-6S59. 


specification grade switch, 15 and 20 amps. 120/277 volts A.C. 


PASS &€ SEYMOUR, INC. 


SYRACUSE _ NE W YORK 
60 E. 42nd St., New York 17, N.Y 1440 N. Pulaski Rd., Chicago 51, Ill. 
in Canada; Renfrew Electric Limited, Renfrew, Ontario 


. 
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NOW, A COMPLETE LINE 
of all 3 types! 














LD (light duty) SCSD (standara duty) SAHD (heavy duty) 


Your eustomers are 
this ad now in the i 
contracting publications. 


Veeco’ = LFLRAINIEK AAD /AAIM 
SARELTY SWITCHES 


Regardless of the installation requirement —light, 
standard or heavy duty—there’s a Frank Adam Safety 
Switch to give long-lasting, trouble-free service 








Now There’s a Frank Adam 
Safety Switch Frank Adam's new LD switcl plus the SCSD and 
for Every Need! SAHD switches—assures you of the same superior 


engineering and dependable performanc: 


ob, large or small 


er. He 


helt deliver 


(Heavy Duty) 





RANK 
DAM ELECTRIC COMPANY 
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To meet today’s 
ever increasing 
power demands... 


Paranite Paraseal’ RHW, Type RR for « 


WIRE AND CABLE BEING SPECIFIED 





for tomorrow’s quality, dependable 
and trouble-free installations! 


ranite Paraseal’ RHW braided, for use in con 








, s Offices in all principal 
ties — sold only through 


ognized Electrical 


PARANITE WIRE AND CABLE DIVISION 


Essex Wire Corporat | MANUFACTURING PLANTS: Mor 


Jonesboro, ind; Tiffin, Ohio 
FORT WAYNE, 'nodiaANA m, Ala.; Anahe 
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CLARK OFFERS 

THE MOST COMPLETE INTEGRATED 
LINE OF CONTROL RELAYS 
AVAILABLE TODAY! 





if) 


. 
— 4 POLE @ CONTACTS) “PMA tiar ———- #- POLE (8 CONTACTS) “Pmt” TIME BELAY @ELAT s-7OUl "Pm aeoveres 2- POUR "PL LATCH Ofer i, 


on ———_—_____—_____— -_— a = ot 


UNIVERSAL POLE RELAYS TIME DELAY RELAYS CONVERTIBLE POLE RELAYS LATCH RELAYS 
2 or 4 timed contacts 


uD 0 t r rela 
up to 14 contacts per relay up to 6 instantaneous contact 


New Clark Universal Pole New Clark Pneumatic The original line of space New Clark mechanically- 
Relays now double the Time-Delay Relays match saving control relays fea- held, latched-in relays have 
available number of con- physically other relays in turing exclusive Clark same modular design as 


tacts per relay. Each uni- the“PM”line.Timinghead “modular construction” ! lay with latch 
-_ i mare af 2 

versal pole contains two ©ccupies the space of 2 Revolutionary design pr unit occupying the space 

isolated contacts—one poles above magnet. Uni vides 10 standard units ve magnet 

versal poles each have iso ) , f : 

normally open, one norm- with 2 to 12 poles, from 5 height 

basic models. Stocking eo Latch 


nel Space 


lated normally open and 

ally closed. Melamine bar- y oF 

: normally closed contacts, ; , 

relays and spare parts 1s 

with 600-v clearance. Timed . I ae init has it wn continuous 
sreatly simp > > 

and instantaneous poles atly simplified. Pol duty coil, allowing one 


Available for are easily converted from 


riers and spacing provide 
600-v clearance between 
contacts. Contacts have 10 are identical 
ampere rating and wiping “ON-DELAY” or “OFF-DELAY” normally open to normally é 
action. U&iversal poles are operation (time delay after closed and vice-versa. In oe ay P 
interchangeable with con- energization or de-energi- dividual poles are fron ut coil when 
vertible poles of “PM” zation), and easily con- removable without disturb I ized ustained 


circuit use 


le is not 


relays. vertible. ing wiring. 


c " 
Line up with other Clark 


relays on a pane 


Detailed descriptive bulletins are available for all relays in the Clark 
“PM” line. Contact your nearest Clark sales office or write us direct 


Everything Under Control 1146 East 152nd Street ° ° Cleveland 10, Ohio 


MAIN OFFICES AND PLANT a, ee °® IN CANADA CANADIAN CONTROLLERS, LIMITED 
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Steady plant production demands dependable power cable... 


4 
4 e 


> 


CABLE 
gives unexcelled performance! 


ted production, modern greater resistance to heat, 


) assure unInterru] | 


] 


istrial plants require reliable cables for delivering proved electrical properties, includir 


ric power to production lines. The service reli tion resistance; higher copper operatin 
y of Phelps Dodge Habirite-Habirprene is unsur- superior flexibility; improved mech 
by any other rubber insulated neoprene against damage from installation hazard 
ype RR cabl resistance to corona, an absolute necessity 
rite-Habirprene is a combination of lally oltage neoprene jacketed cable. 
butyl rubber insulation and ypren As a general purpose cable, Habirite-I 


of this cable provi assures the utmost in safety, durability ar 


CORPORATION 


SALES OFFICES: Atiants, § 


Kansas ty, Mw 
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ALLEN-BRADLEY 


REVERSING 
DRUM 
SWITCHES 





...Styled to match the most 
modern production machines! 


Inside and out—this Allen-Bradley drum switch 
is all new. Its trim, modern lines and attractive 
die-cast aluminum handle will give yvour produc- 
tion machines “up-to-the-minute” styling 


But there is more than beauty to this new 
switch. The rugged switch mechanism is a self 
contained unit—independent of the enclosure 
Misalignment and binding cannot occur. The base 
mounts directly on machine surfaces— without 
using spacers. And with the wrap-around cover 
removed, terminal screws are exposed for fast 
wiring—from the front. Changeover from mo 
mentary to maintained contact operation can be 
made in seconds. Investigate this new “leader” in 


its field. Send for Publication 6091 


ALLEN-BRADLEY 


Qu ality Mo tor Co n t Yr ol Allen-Bradley ape foe = ae one Pep aly Wi 


In Canada 
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A NEW 


Introd uces 


EXTRA LONG 


SERVICE ENTRANCE ELBOW 


for 100 Amp. Installations 


How many times have you wished for 
just such a fitting . . . to ease your job? 
Permits making simultaneous bends of 
3 conductors of #2TW or #3 R.H. wire 
without struggling to get that loop 
tucked into position. 


THE FITTING THAT'S... 
MUCH LONGER 


MAKES INSTALLATION TIME... . 


MUCH SHORTER (UW) 7 


Make your next order for Pressure 
CAT. NO. ASLB-XL4 Cast ALUMINUM 


(supplied with gasket - overhanging cover 
and brass corrosion resisting screws) TWICE THE WORKING SPACE! 


Contact your electrical wholesaler Made to “XL” anything 
for complete price information. previously obtainable in 114" size. 





2A 


¢ rat LE. Webon oe BOSTON 36, MASSACHUSETTS 
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Diamond has all 


portable cords 


Red-D-Prene Black Diamond Signal Yellow 


Neoprene Sheathed Rubber Sheathed | Thermoplastic 


a ASS. ; — 
- a "| | y aes 8 | + 

— 7 , - =} 
. } { SS ]j¥ 


J 





for hot, oily locations for general purpose 


Red-D-Prene for mill and plant use is designed with tough, oil, heat and 


flame resistant Type MD (Mill Duty) neoprene jacket in industrial red for read 


Black Diamond has durable rubber jacket protecting against alkalies 


acids and moisture. Very flexible construction prevents kinking in service 


Signal Yellow has a jacket of yellow thermoplastic that is quicl 


to handle... smooth sheath will not readily collect dirt. Fasy to pull 


DTW Small! Diameter DTX’ N Metallic Type SE Service 


Cable 


a 

: —_ fe a 

rs SSS Sars =—Tasws ou — 
DU Tys Af Ar ed R et 


Building Wire y White Sheathed Cable Er 


tra 
Armored & « 


WIRE and CABLE Company 
Sycamore, Illinois 
WAREHOUSE: BIRMINGHAM, ALABAMA 
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ONLY TaB CONNECTORS 


for flexible liquid-tight conduit* 


OFFER ALL THESE ADVANTAGES 


STRAIGHT, INSULATED THROAT 
(Cutaway) 


patents pending 


THE T&B LINE provides a size range of %” to 
4” in the straight, 45° and 90° angle types... 
both insulated and non-insulated. 


THE T&B LINE includes combination couplings 
from %” ta 1%”. 


A T&B Liquid-Tight connection can’t be 
half safe. The mechanical strength, conti- 
nuity of ground, and oil seal are all inter- 
dependent. Each gives positive assurance 
that you have all three. And T&B’s more 
compact design means easier installation 


and improved appearance. 

Your T&B distributor has this complete 
line in stock. Be sure to ask for a demon- 
stration ...or write direct to T&B for 
detailed specifications. 


* Sealtite or e alent 


LOOK FOR THIS SIGN — 


ENGINEERED 


The complete line of T & B fittings for cond tors and 
raceways is sold only by re zed electrical wholesalers 


It’s our way of assuring you the service and savings of a 


friendly local source. Call him for all your electrical needs. 


90° ELBOW, 
NON-INSULATED 


FEMALE HUB 
= 
Coupling 


THE T&B INSULATED LINE complies 
with all codes: 
The National Electric Code (Paragraph 3736b) 
J.1.C. Standards (Paragraphs 22.1.7 and 22.2.2) 
Machine Tool Electrical Standards (Paragraph 22.1.7) 


IT'S THE MARK OF AN AUTHORIZED T&B DISTRIBUTOR 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 BUTLER STREET, ELIZABETH 1, NEW JERSEY 
1HOMAS & BETTS, LTD., MONTREAL, P. Q., CANADA 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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See those colors on the Columbia carton? They mean 
taking stock at a glance. Twelve or six or any number of 
yellow or blue or green oO! whatever the color, indicates a 
specific size. It’s as simple as that. Take Columbia Flex 
for example, you can tell you have a stack of 14-2 just by 
glancing at them. That’s right, the color tells you. And the 
green band tells you when it’s with a 
ground wire. Columbia Flex (non-metallic sheathed cable 
and Columbia UF are available in color-coded 
cartons. Why not enjoy this extra bonus? 


5 SIDE IDENTIFICATION — 
VISIBLE FROM EVERY ANGLE 


First with Color Coded Cartons! 
COLUMBIA CABLE & ELECTRIC CORP. 


255 CHESTNUT STREET ° BROOKLYN 8, N. Y. 
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WVIFAQEN announces 


a new concept in home lighting 


to increase your sale of home lighting fixtures 


Virden’s new 52-page full color catalog features “‘the 
’ in detail. In addition, it beautifully dis- 
new pulldowns, chan- 


An exciting new sales approach, plus a brilliant new 
line of lighting fixtures ... to increase your sales and light idea’ 
plays the complete new line— 


profits dramatically! 
ceiling and wall units, bullets, outdoor and 


It’s ‘‘the light idea,”’ a new concept by Virden that deliers, 


homemaker to match her lighting to to- garden lighting. 
mood for Your Virden salesman has full details. Once you see 


them, you’ll agree Virden has the line, the promotion 
and the profit opportunities for you in 1959. 


enables the 
day’s living patterns—to create the right 
to emphasize beauty . . . to provide 
inside and outside the house. 


every occasion... 


safety and protection, 


The Future is Bright at Virden Find tt Fast 
In The 
Yellow Pages | 


“the light idea’’ and Virden’s new “‘light 
idea”’ fixtures are just the beginning! New { iG et T i Ni G 
programs are in the works now to further in- 


crease your sales and profits. Watch for them! A Division of the John C. Virden Company, Cleveland 3, Ohio 


In Canada, John C. Virden, Ltd., Toronto 16, Ontario 
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EACH MONTH, management of Gough Industries, Inc i € ¢ 
Los Angeles, receives an IBM-machine-prepared operating mined effort 
statement. The above is an exact copy of the October 1957 indicated 
operating statement. ELECTRICAL WHOLESALING has made no preciates 
changes other than adding the operating profit percentages dustries 

to each column for emphasis. For competitive reasons, a distributors 
1957 statement is used rather than *58 or *59—but also because 

t makes clear that rising costs and lowering gross profit is a 

condition that did not start with the recession of 1958 and 


_.. This is why 


we re putting our effort on 


Making Profits 
From Within 


Here is a step-by-step account of Gough 
Industries’ internal reappraisal and _ its 
resultant profitable operating changes, 
as told by Ernest E. Karsten, (right), vice 
president and administrative officer of the 
Los Angeles distributing firm. 


By Howard J. Emerson E. E. Karsten 
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di AKING profits from within 
that’s the only answer for 
the electric supplies distrib- 


utor in a netropolitan area today,” 
states Ernest | Karsten, vice presi- 
dent and administrative officer of 
Gough Industries, Inc., Los Angeles 
“The distributor has to make his 
profits from within his organization 
because he is limited in his ability to 
make profit outside where his gross 
profit is held to a low level by a de 
plorable state of competition. When 
you see in the recent report that the 
net proht (exclud ng non-operating 
income) being realized by supplies 
wholesalers is 0.2 of 1 percent in 
metropolitan areas—and you consider 
the risk involved in selling the big 
city contractor trade—it makes you 
shudder 

“With the quality of service and the 
variety of stock that Gough Industries 
offers, we can command a gross profit 
about as high as any distributor in our 
market area—but when you consider 
that our Los Angeles main house and 
the five branches’ compete for sales 
/ 


with 83 independent distributors and 


? units of the national chains, we 


are not in a situation where ‘getting 
1 gross as high as anyone’ means 
that it is enough to provide a satis 
factory net profit without very special 
attention to costs,” continues Karsten 
who, this year, celebrates his 40th an 
niversary with the 47-yr. old Gough 
organization 

“Only by keeping an eye on in 
ternal costs and the efficiency of vari 
ous methods of operating, and by 
being willing to make changes when 
they offer a chance at savings with 
out reducing customer service, can 
any of us expect to increase our net 
profit to somewhere near what we 
should get for the investment we've 
made and the risk we are taking, 
Karsten points out We have been 
doing this for some time—searching 
for profits from within the organiza 
tion—and when the recession hit the 
industry last year we intensified our 
efforts 

How Gough Industries found 
profits inside its organization is told 
here by experienced distributor exec 
utive Karsten, as ELECTRICAL WHOLI 
SALING photos show the reader where 


the profits were realized 
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Costs Bring Profit from Within’ 


Karsten on sales supervisory duplication and wasteful overlapping. . . 


@ “We had too many people dipping into the sales 
pot when we had the department split up into five 
divisions. District managers were advantageous in 
some ways, but they got overrides on the sales of two 
to six salesmen as well as a commission on their own 
accounts. We found that the management work was 
not worth the override, and we found that with this 
override guaranteed the district managers were not 
working hard enough in developing their own cus 


STRAIGHT LINE control of Gough Industries’ 2( 
supplies salesmen is new, more profitable organiza 


tional plan. General manager J. | Hrabetin 
(center), sales manager! Gilbert Woodill (left) 
and assistant sales manage! ack Roberis (right) 
now control sales in the tl ( e and the Baker 


d brancl 


... and on territory changing 


@ “Another saving from within was worked out 
when we realigned our sales organization. We had 
found that our salesmen’s territories criss-crossed to 
an alarming and seriously inefficient degree. It was 
a condition that wasn't planned. It had just grown 
because we had never put in any safeguards against 
it. A salesman would get a lead or have a friend in 
one area, so he would call and develop the account 
Or, as happened often, a manufacturer's man would 
be working on a job and pass the lead for a new 


DEFINED TERRITORII 


of salesmen’s efforts pilus cutt t of fringe sell 


vent overlapping 


efforts whet! COSIS wel higt has } n 


worked out b supp sal manage Woodill 


right) and 
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tomers or in seeking out and selling new ones 

“We felt that the old setup was one reason our 
cost of sales was too high—it was running about 
S5 per cent of our gross profit, while 50 per cent Is 
what we aim at. Of course, that cost of sales includes 
not only salesmen and executives, but inside men, 
counter and will call, purchasing, expediting, delivery 
and shipping charges, but cutting down on the cost 


of sales administration was ood place to start 


account one of the salesmen he liked. While the 
men did well with these accounts they were passing 
each other daily and in th nat a long 
territory. No 


other man will move into e : issigned to him 


way. So we have defines 


he Is protected but at the me time he 1s 
responsible for giving Gough Intensive 
coverage of the accounts in that area ; a result 
salesmen are making more calls becaus« takes less 
time between them. It i ns s for them to 
travel. It has meant a better salesman 

At the same time we have been cutting back 
the size of each territory periphery 
of our market area. We trying to eliminate that 
unprofitable fringe which selling 
irea of a local wholesalc I ha | ¢ irca the 
salesman has his highest travel c while he must 
compete for business with another house which is 
selling where its costs lowe Vel retting 


too low a gross profit 


FIVE DISTRICI 


j 


CONTINUED 





Making Profits From Within (cont.) 





‘Our Goal is to Put 


ACCOUNTS is a new concern Gough In 
it vhich Karster lescribes, sales 
na Woodil k I record if purchase Warrant study 


ELIMINATING UNPROFIPABLI 


il em { I m these record 


Karsten on weeding out unprofitable accounts... 


e “We are finding it profitable to lose business, if that business comes 
in one of two classifications—either the account does not have a potential 
that could ever justify the cost of the salesman’s calls plus the cost of 
keeping it on the books, or the account is firmly established with another 
distributor and is coming to us only for some pick up stock or is playing 
other distributor for low profit items. We keep a perpetual 
at these books, Woodill can 
unprofitable for us to handle. Of course, he 


us against the 
record of purchases by accounts. At a glance 
tell if a customer is proving 
the account with the salesman to analyze its potential It 
tly account to handle, and there seems to be no future there 
re better off without it 

[he same records are checked regularly to find out how the salesman 


is progressing with each account. If the volume with an account is 
dropping off steadily, Woodill or Roberts will review it with the salesman 
It may be that the salesman is trying hard but is up against problems and 
Maybe the 


has met with an unavoidable personality problem at the account, and it 


needs help on this account from sales management salesman 


would be wise for to change salesman on this customer. Of course. 
it may be that the salesman has been taking this account for granted and 


needs to be pushed into more work on it.’ 
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PRESENI 


for salesmen 


COMMISS! 


tries 18 progress 
the gross profit 
relating the g1 


gross volume 


PROPOSED 
for Gough 
give higher 
products 


it, less 


pront 


BASIS _ for 
commission 
Gough Industri 
this monthly 
ilesmat Clulvil 
IBM miact 
showing account, 
cost of sales, and grt 


This is one salesman’s 


ELECTRICAL WHOLESALID 


changed it only by eli 
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Every Salesman on the 


Profit Team’ 





Junior Salesmen 


1Q per cent, first $1,000 of gross pront 
15 per cent, 2nd $1,000 2 
20 per cent of gross profit over $3,000 
plus $300 


each salesman in the metropolitan area receives 


this S300 


it represents $150 salary, $75 for auto expenses, $75 for 


Senior 


per cent 


1OQ pel 
1S 


per cel 
QO per cent 


plus $300 


other ¢ 


cent, 


nt, 


Salesmen 


first Si 
2nd 


3rd 


SOO of oe . prohit 
S1.S500 
$1.500 


ol ro profit ove 


x 




















Gough Industries’ ideas for future sales operating changes... 


@® “We haven't achieved all possible ways of 
‘making a profit from within’-—it will 
effort. One frankly, it is a 
pink hourse I'm riding 
commissions that they 
to the margin of profit each produces. We would pay 
than at 
gross volume is made up of low profit goods, a com 
mission better than at builds 
the higher profit merchandise 


make his 


be i continuous 


major project personal 


will be to change salesmet 


SO beal better relationship 


a smaller commission present if a salesman 


present if he sales in 
As it is 


quota ($3,000 of gro 


now (top chart) 


the salesman could 


pront) and more with a volume in conduit 


tne 
‘buying his business.” 


large 


other products which are at bottom end of the 


profit scale. or by 
(Vuddle Chal 
team. From 


chart), We 


considering 
the profit 
report 


‘The plan that we are 
put 


monthly 


will salesman on 


the 


every 
salesman’s 


{ hy ffom 
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Making Profits From Within (cont.) 





SALES TRAINING programs have been stepped up at 
Gough Industries as it strives for more profitable selling 
Assistant sales manager Jack Roberts gives tips to "phone 
salesman Rex Hanson (left) Roberts worked up from shipping 
through ‘phone sales to outside iles and now management 

much of his progres s recorded in ELECTRICAL WHOLE 


SALING (Jan 54 p 


‘There's Always a Way 


Karsten on sales training .. . 


e “To see that we build a reservoir of potential 
supplies salesmen who will be trained and condi- 
tioned to selling at a profit, we have stepped up our 
efforts to train men within the company. The proce- 
dure we have been using to guide prospective sales- 
men up through the ranks was written up in your 
magazine article and then the pictures were reprinted 
by NAED as a guide for other distributors. Since then 
we joined with other wholesalers in the Los Angeles 
area to sponsor a local training course in cooperation 
with the city’s adult education program. We have 
had as many or more of our inside men—counter, 
‘phone, warehouse—taking this course than any other 
distributor. Recently we purchased the NAED sales 
training course which we will start here at Gough 
Industries early in the fall when vacations are over. 

“This training in any of its forms is very vital to 
this idea of making profits from within the organiza- 
tion. You can’t accomplish savings and increase net 
profit just by having the executives set down some 
new rules. You must have these rules and procedures 
applied by men who wnderstand why and know how.’ 


ELECTRONICS | elpi Gough In 
dustries toward more prot from within 
by providing mor analysis of 
costs. In addition t lectronic handling 
ot accounts Xayab and receivable, 
M. | Maynart William Heyl 
provide management with a variety of 
reports like the daily sales report, right, 
which would be prohibit in cost if 


compiled without this IBM machine 


... and on use of electronic “helpers” ... 


@ “We would be foolish to be part of the electrical 
industry and to promote our big electronics parts 
department, for instance, without making use of some 
of the electronic helps now available to management 
Of course, the problem for any distributor is to how 
lo keep his 


overboard. This IBM electronic accounting machine 


procedures up to date without going 


has increased our efficiency and lowered our costs 
by enabling complete mechanization of accounts 
payable and receivable. The other advantage has 
been its use in providing us with sales and commodity 
analysis that help us direct our efforts more effectively 
and to watch for ways to make more profit from out 
operation. The monthly record of each salesman 
(middle chart on preceding page) is very valuable to 
the salesman and to sales management. And here, 


42 


(right) is our analysis of the supplies division’s 
progress. The basic value of this report is ob 
vious to anyone in supplies wholesaling—we can 
relate the figures here with those on our perpetual 
inventory to keep track of our turnover, for example 
We feel that commodities in the supplies division 
should return a gross profit at least equal to, prefer- 
ably much more than, the investment we have in the 
inventory of that commodity. Our investment in stock 
of electric heaters, for instance, is $30,000. Our 
gross profit from the sales of heaters should be at 
least $30,000 or we will either—discontinue them 

or cut our inventory to equal the gross profit 
Now, that principle can’t be applied to wire, conduit 
and fittings as a whole, but we do apply it to certain 


categories within those lines.” 


ELECTRICAL WHOLESALING—June, 1959 








=. to Cut Office Costs—Stay Alert’ 


. +. preventing duplication 


e “Sometimes a means of making a profit from 
within the organization comes right up and hits you 
in the face, and you find that the solution is simple 
lake this job board, for example. Bill Broker and 
Lou Sapelli were troubled constantly by finding that 
without anyone knowing it, more than one man was 





working on quotations for the same job because more 
than one of our customers was going to bid the job 
We were wasting money with duplicated effort—and 
we were annoying some suppliers by calling two or 
three times for the same information. The answer was 
simple, as you see here. Broker put up this small 
blackboard. Now when a request for quotations 
comes in, the job is assigned to one man. When any 
one gets a request for quotations, the board is checked 


if the job is listed, the second and following re- 





quests will be turned over to that same fellow. There 
has been a lot of saving from just this one simple 


BID CONTROL CENTER shows all jobs on which more 
than one of Gough Industries’ contractor customers has 
asked for quotations. The listing shows the inside man as 
signed to quoting that job—all requests for figures on that 
job will be routed to the man listed 


change of procedure.’ 

















\ 
OA yf NDI 
GOUGH INDUSTRIES, INC SALES REPOR] 
TWA 
" 
MOTOR 
R 
WATER R 
R 
‘a ‘ 
VALUABLE BASIC REPORT for Gough Industries man on. Thi t opy f \r 89 he f 
agement is this twice-weekly sales record showing gross even working da f ti I | e | 
sales, cost of sales and gross profits for the supplies divi EW has been elimi 
CONTINUED 
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Making Profits From Within (cont.) 





‘It's Work to Save Money 


> 
, 


om 
Im 


t 


Treteterees: 





hey! FICE arrangment can grow from an early state of 
efficiency 1 } vkKward, time-and-money-consuming 
hodgepodge gh ries 1s finding. The wide-open 
main floor of if ippl division 1s reaching this state 
growth. Under consideration 
id sales department in pro 


hasing Agent Broker and 


Vv 


Karsten on office changes 


e “We know we're going to realize more profit 
from within when we get going on this new arrange- 
ment of the office. But, with the lowest bid about 
$10,000 and others as high as $25,000, we have to 
think about it awhile. However, it will be necessary 
\s we have it planned here, the office will be parti 
tioned and we will have all new equipment. We will 
profit by grouping our people by functions instead 
of the hit-or-miss arrangement which has developed 
They will be able to work together more efficiently; 
there will be less walking around; less wasted time 
by the people in the groups and by those of us, in- 
cluding the salesmen, who must spend much time in 
this area. The partitioning will eliminate much noise 
and help the men concentrate—a particular help to 
the men on the telephones 

“By grouping four or five people together the 
atmosphere in which they feel they are working will 
be improved. There won't be that sense of being 
just one person in a hundred that comes when the 
office is wide open. In a promotion piece we have 
sent to our customers we boast about the people in 
this office. We point out that they are equally well- 
informed as the outside salesmen. They are youl 


salesman ready to assist you at any 


always availabl 
time with price, stock and delivery information o1 
the products in his department. He is your representa- 


tive within our organization.” 


aa 


M& NEW procedure for handling receiving records is sav 
ing Gough $300-$400 monthly. Incoming goods above 


WH are checked off on packing slip as they arrive 


Karsten explains order savings 


e “Tradition can be costly. It was our practice to 
use one man full-time—usually a warehouseman who 
was approaching retirement age 
ing slips. It cost us more than $300 monthly for that 
function. And we found that it wasn’t needed. Now 
the packing slip, which would be checked anyway at 


to write up receiv- 


the dock to verify the delivery, goes to the receiving 
clerk. Instead of making a separate report, he puts a 
carbon between two copies of the purchasing orde: 


which we sent to him when the order was placed 


- - - and on warehouse savings 


e “Mechanization of order filling is of special im- 
portance to us as we watch for ways to make profit 
through cost savings. The 80,000-sq ft of our down 
town Los Angeles headquarters building is in an olde: 
structure. The three-story and basement arrangement 
precludes warehousing in the more modern and eifi 
cient straight line procedures as in our new 54,000- 
000-sq ft buildings now housing majo1 


sq ft and 
and small appliances, lamps and electronic parts 
rherefore, the conveyor system from the second floor 
and basement to the main floor order assembly area 
(above) 1s a time and prohit make! (The assembly 
area is adjacent to will-call. Shipping is located di 


rectly behind the camera position.) 
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But the Warehouse is a Place for Profits’ 


FROM PACKING slip, receiving clerk here checks off in 
coming stock on double copy of purchase order. Karsten 
explains the savings here 

He checks off the goods that have come in, sends one 
copy to accounts payable to verify the invoice when 
it arrives and the other copy to purchasing where 
attention can be given to shortages and back orders 
By eliminating one step, we have not only saved 
money, but we’ve cut down on one chance of error 
We have been trying out handwritten stock orders 
eliminating the in-between step of typing them. We 
find that suppliers are willing to accept this method 
and that it is actually more accurate as well as being 
another way to save a littke money in the processing 


of each order.” 


LEASED TRUCKS are being 


dustries for suburban 


[he three above are 


. « - and truck leasing 


e “We are saving about 25° on our suburban 
deliveries through use of leased trucks. And we are 


able to provide a much more personal service to oul 


customers. We can schedule deliveries practically to 
the minute if necessary. While the present cost by 
public carrier is about $1.60 per hundred weight, we 
are averaging about $1.25 per hundred weight with 
the leased trucks. These are just averages, but it ts 


indicative of the sizeable sav ve make 





e “We use no bins. Only one box of any model 
number is open and located beside backup stock 
(above). Another procedure used to speed order fill 
ing is the warehousing of all products of one brand 
in one location (right). We have effected a lot of 
saving by eliminating bin stock. At one time we hac 
three people at the bins and three in the warehouse 
It took one man’s full time to replace bin stock. Now 
we are working with a third less labor on order filling 
and haven't cut down on service. We are trying the 
idea of warehousing certain brands in one location 
instead of spreading them around by product classit 
cation. It seems to be advantageous for some full 
lines, particularly those that are our major brands.’ 


June, 1959—ELECTRICAL WHOLESALING 


CONTINUED 





Making Profits From Within (cont.) 





@ “We no longer close our doors even for a minute 
to take inventory of the 10,000 different products we 
stock here. By planning ahead and by using everyone 
in the company, we close business as usual on Friday 
night and open again on Monday. On Saturday, the 
inventory is completed. Beginning a month ahead, 
girls start preparing inventory sheets and numbered 
inventory tags. Closer to inventory time (the end of 
March) all department heads are alerted to keep all 
of the charges and credits that occur close to in- 
ventory. The warehousemen start using their spare 
time to realign merchandise, restack, Measure wire on 
less than full reels, etc. All employees receive a letter 


one week before inventory giving instructions and 


e “We are saving time and money in our supplies 
division and in our lamp operation since we moved 
the lamp headquarters to a new building. This lamp 
business has grown tremendously. One customer uses 
about $300,000 worth yearly, and our rack business 
in supermarkets is getting larger each month. In the 
old location, this division was interfering with efficient 


operation of the rest of our supplies business. Lamps 


would come in on Tuesdays, and elevators, materials 
handling equipment and personnel would be tied up 
all day getting the stock to the third floor. In its new 
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INVENTORY TAKING has been cut to 
16 hours at Gough Industries supplies 
department by planning ahead and by 
utilizing all of the inside and outside 
employees, including these telephone 
salesmen being briefed on procedures by 


Bill Broker. 


assigning the individual’s ‘battle station’. Complete 
lists are posted on the bulletin boards. Each person 
is warned of the ‘undesirability of horseplay’ during 
this after-hours assignment. When we start work, 
captains take charge of crews at their assigned loca- 
tions. Of course, our auditors are on hand to certify 
as to the accuracy of the inventory. The important 
thing is the prior planning and the utilization of 
everyone. On Saturday afternoon, a special office 
crew makes the extensions and totals. Sub-totals are 
listed by commodities. The grand total is obtained 
early Saturday night. The whole process has taken 


a littke more than one working day.” 
* 4 


LAMP DIVISION of Gough has been 
moved to new one story building from its 
old location on third floor of supplies 


building 


location, the lamp department is more efficient, with 
a manager, six salesmen, seven men who service 
supermarket racks and six warehousemen. They can 
work now without stumbling over supplies men. The 
lamp department has to be very efficient to make a 
profit. It is odd, but true, that the better job we do 
of building up a customer for lamps, the better price 
he wants. So margins aren’t what we'd like them to 
be and we have to look for profit by being efficient 
within the department.” 


* 
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‘Why We Changed 


Our Fixture Pricing 





By Robert S. Bush 








On the following four pages, Electrical Wholesaling presents 





two case studies of why and how the systems of 





markups and discounts on residential lighting fixtures were changed at 


two electrical distribution firms. The editors of EW 





have found that in recent months, the interest among distributors 





for more realistic pricing has been increasing. Here are two examples. 





“Our old system of unrealistic J a 
= + bee 
pricing prevented us from compet- Sar, (Tf ; 


ing with retail outlets and made 








enemies of consumers who found 






they had paid more than necessary 






for fixtures. That’s why we went 






from a four to two-time markup.” 







Harvey Rice, Eugene Gridley 
Harlo Electrical Supply Co. 






For details see page 48 







“The public has been confused and 









deceived by fictitious prices. Until 


our change from a 2.5-time to a 





cost-plus-60% markup system, 





the consumer was more interested 





in discounts than the value he could 





obtain from lighting fixtures.” 






Milt Chrisman, Len Forrest 


Mid-Island Electrical Sales Corp. 





For details see page 50 
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‘Why We Changed .. .’ (cont.) 





Now They Sell-up 
At Realistic 
Fixture Prices 


OVING from a four- to a straight two-time markup 
has solved major fixture merchandising problem 
once faced by a Chicago electrical distributor 

In August, 1957, a fire destroyed the lighting fixture 
showroom of Harlo Electrical Supply Co., Inc. For the 
following 13 months, officials operated whatever fixture 
business they could from the nearby warehouse 

Up to the time of the fire, Harlo had been operating 
on a straight four-time markup. When the new show 
room was opened last September, a bold new policy 
was initiated All fixtures were priced at a Straight 
two-time markup, which eliminated all discounts to the 
consume! 

Only one thing remains the same: the discount to the 
contractor is 25 the same as it was with the old four 
time markup. The other factors have changed greatly 
since last September. There are now more profits, more 
volume and more satisfied consumers who are begin- 
ning to feel they are paying a realistic and reasonable 
price for the merchandise they receive 
e Prices Unrealistic—In explaining the impractical fac- 
tors of the four-time markup system, both General Man- 
ager Harvey Rice and Lighting Manager Eugene Grid- 
ley stressed the unrealism involved 

Many home buyers are conscious of inflated prices, 
and they're getting sick and tired of them,” Rice em- 
phasizes. “The automotive industry was the first to come 
through with realistic prices. As of this year, they have 
put the published price right on the car. | think this 
is going to be a trend throughout this country’s entire 
marketing structure, not only in lighting, but in all 
fields 

Ihe public is growing weary of running around, not 
knowing what the bottom price is, and not being sure 
that what they paid was the right price. It’s essential to 
have a realistic pricing system, and that is just what 
we have done with our two-time markup.” 

Ihe general manager says that under the previous sys 
tem, his personnel first would tell the contractor’s 
customer that all prices had a 50% discount. This would 
cause many to shy away with the thought that maybe 
someone else was getting a larger discount. With this, 
the official has found that it is possible to reach a point 
where th istomer loses confidence in the firm, and 
then it Is impo sible to do a decent selling job. 

Both Harlo officials believe it is difficult for the aver- 
age consumer to understand the system of discounts. 
Because of this, it 1s possible to lose much business to 
the department store chains and the discount houses. 

“When the customer comes in here, he wants to 
see how the fixtures are priced,” Gridley says. “He in- 
tends to spend only so much money. We don’t have 
40 to 50 people to take care of him on a busy day. 
With our previous four-time markup, the customer often 
would see the price tags before we got to him. If he 
did, he would see the ridiculous price, and would often 
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i 4) a Aly \ \ 


NEW PRICING SYSTEM is explained to consumer by Eu- 


gene Gridley, lighting fixture manager, as standard procedure 


turn around and walk out. Both the company and the 
contractor would lose a sale.’ 

e Few Complaints—Harlo officials have found that al- 
though some contractor-customers were a little hesitant 
and skeptical of the two-time markup system at first, 
they now favor it 100°. This is due mainly to the ex- 
planation given them by Harlo officials emphasizing a 
realistic pricing system to increase business and by meet 
ing competition with department stores and discount 
houses. 

“One of the primary causes of inflated markups 
comes from contractors who demand 40°‘ dis- 
counts,” Rice says. “We feel that for the amount of 
money we have invested in our showrooms and the 
back-up stock needed and the time it takes us to sell 
his customer, the contractor is not entitled to 40% be- 
cause he doesn’t do anything to help sell the job 

“He is entitled to something because he handles the 

fixtures. He hangs them in the customer’s home. In ad 
dition, we do not ship to the customer but to the con 
tractor. He then has to keep them in his shop until 
the house is finished, and at times this could be a month 
or more.” 
e No Fright Now—Customers no longer are scared 
away by high prices on the tags, which makes for a 
more efficient operation. The realistic pricing system is 
explained to each new customer as a standard procedure 
now. Rice says that he and his personnel advocate that 
if there is any doubt on the part of the customer about 
the pricing, that he check the prices with any other 
wholesale or retail outlet. 

“In some cases they are skeptical,” the general man- 
ager adds, “but nine out of 10 times they are not. We 
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at Harlo. Present realistic system, based on two-time markup 
now is understood and accepted by customer 


have found the public very receptive to a net price with- 
out a discount. If the customers tell us they can get a 
discount from so-and-so, we tell them to go there and 
compare the price with our net price. And we know 
it will be the same.” 

Because department stores and discount houses ad 
vertise lighting, the Harlo officials say that the distributor 
with the four-time markup is affected adversely in two 
ways. First, when the consumer compares high-priced 
items on the retail and wholesale level, he is scared 
away by the higher figures on the distributor's tags 
Next, on the lower-priced merchandise, the consume! 
can see that the distributor is not competitive 

Previously, Harlo attempted to get around these ob- 
stacles by using trained personnel capable of handling 
any job. But consumers were too scared of the tag 
prices. Gridley estimates that before the new policy was 
put into effect, three out of every 10 persons would 
look at the price tags and walk out before a salesman 
could assist them. 

Now, however, the situation is reversed. Many cus 
tomers waiting to be helped are not scared by the pric 
ing system, and even have their fixtures picked out by 
the time a salesman can help them, Gridley adds 
e Full Support—Both contractors and their customers 
are completely satisfied with the change to the two-time 
markup. But how about the lighting manufacturer? 

“The manufacturers with whom we deal are 100% 
behind us,” Rice says. “They feel that a two-time mark- 
up is the right way to price lighting fixtures. Many have 
been in favor of such a system for a long time now.” 

As far as decorators are concerned, they also are com- 
pletely satisfied with the new system. Previously, many 
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MANUFACTURERS ha 
Rice (right) and facto 


FIXTURE LOCATIONS 
md ¢ 


and Rice. Both work« 


would bring their customers to Harlo and would sell the 
fixtures at the four-time list without liscount, and 
then take everything between that list a their cost 
Gridley explains. Then, when the decorators’ clients 
would come back and fin it the real prices 
were, Harlo was in trouble 

Now. however, decorators ar gOII ilong with a 
straight 25 
a better job through the realistic 
e Future Hopes—Rice hopes tha 
out the country will eventually all y down to a 
two-time markup 


discount because they can sell their clients 


through 


“I also believe that contractors have to be satis 
fied with a 25 commission,” he lds. “Otherwise, the 
number of their customers going to other outlets will 

' 


increase, and the electrical distributor will lose out 
“We advertise extensively and even show the 


prices 
of fixtures in our ads. When the consumer sees that 
the price no longer is out of line with the merchandise 
he believes in our ability as lighting personnel 

Harlo officials say that through 
new markup system, they are 
lighting fixture market in the 
the new system enables the ributing 
competition from retail stores; it has put 
on a par with other distributors in the 
increased volume and profits 
spect of both the contractors 

“We considered the markup change 
Rice says. “With the changing conditions 
are certain the new policy 
all over again, we still would 


up. We think it is the solution 





LIGHTING LAYOUT for fixtures to be installed in model 
home (background) is checked by builders Milford Mandel 


‘Why We Changed .. .’ (cont.) 


Why They Adopted a New One-Price 








Lighting Fixture Firm 
Fights Inflated Pricing 


A three-year campaign to,tag merchandise at ridiculously 
bring “list” price allowances|high ‘list’ prices in order to im- 
for lighting fixtures made to|press customers with so-called 
home buyers into line with the| ‘discounts’, often 50 per cent or 
“net” values actually recelv ed|more off ‘list’. This was back in 
is meeting with success on Long|the days when lighting distrib- 
Island, according to Len For-|utors painted their windows 
rest, an illuminating engineer| black, lettered ‘wholesale only’ 
and president of Mid Islandjon their doors, and admitted 
jghting of Mineola, L. I. Hisjonly customers ‘introduced’ by 
firm has persuaded the build-|electrical contractors or build- 
ers of more than 100 home de-|ers.’ 
velopments to offer their cus-| “But far from buying whole- 
tomers actual “net” allowances/sale, the customer was paying 
for fixtures, and to abandon the| retail-plus prices, even after the 
practice of basing allowances|50 per cent ‘discount’ and a 
on “jacked up list prices which|commission of 25 per cent or 
have no relationship to the fair| more to the builder or con- 
selling price of an item.” ltractor.” 

And, to bolster its own posi- Allowance Misleading 
tion, Mid Island has instituted As the home-building boom 
a new pricing system under/gathered momentum, particu- 
which both “list” and “net,”|larly on Long Island, the situ- 

y selling, prices appear on each| ation grew worse, Mr. Forrest 
{tem's price tag, no discounts/recalls. “Home buyers would be 
are available, and the cus-|told they had a “$100 ‘list’ al- 
tomer pays only the “net” price dlowg ’ 
which j 








NEW PRICING POLICY at Mid-Island has received pub 
licity in areas other than with customers who might visit the 
distributor’s showrooms. Here, for example, is a feature 
story about the policy which appeared April 12 of this year 
in the real estate section of New York’s Herald Tribune. 
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(left) and Joseph Giffuni (right). Forrest (center) con 
vinced them to allow realistic prices on home lighting 


N an effort to stabilize and standardize pricing polli- 

cies in the lighting industry, Mid-Island Sales Corp 

of Mineola, N.Y., has reduced its system from a 
2.5-time markup to a cost-plus-60‘ 

Unrealistic pricing has always been of much concern 

to President Milt Chrisman and Vice President Len For- 
rest. Their new program, which went into effect last July, 
was an attempt to bring list price allowances for lighting 
fixtures made to home buyers into line with the net values 
actually received. 
e Much Confusion—“We have been confusing the pub- 
lic too long with unrealistic and inflated pricing on resi- 
dential lighting fixtures,’ Forrest explains. “Until we 
changed our system, consumers in our area were scared 
of us as a lighting supplier. Even with the so-called tre- 
mendous discounts we would give them, they still knew 
the list price was not in line with the actual value of the 
merchandise they received.” 

Until last year, list prices only were marked on the 
showroom tags at Mid-Island. With this 2.5-time markup, 
consumers were paying retail-plus prices even after they 
were given a 50% “discount,” Forrest says. He adds that 
this was in addition to the 25%-or-more discount given 
to the electrical contractor through whom the fixtures 
were sold 

Now, both list and net prices are marked on the show 
room tags. Forrest emphasizes, however, that all list 
prices are disregarded and that all fixtures are sold at the 
net price shown with no actual discount to the consumer. 

“We still show list prices,” the lighting official states, 
“because we have found that the public is very discount 
conscious. If the customer wants to believe he is getting a 
large discount from the list price shown, that is one 
thing. But in reality, he is buying at the established net 
price, which is marked on the tags, and is getting no 
discount at all.” 
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ws 1d (alaued Lightivgo 


250 SHOWROOMS 


Over 250 Model Homes on Long Island are lighted by 

fixtures selected at Mid-Island by fine decorators. Visit .~ 
these models and see‘hundreds of our magnificent lights» 
in professionally “decorated rooms. at 
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CROWN PARK MASSAPEQUA © ROYAL VIEW - SEARINGTOWN 
DAMIN PARK _ - SYOSSET S SELDEN PINES SELOE 4 


FREEPORT COLONY 





ADVERTISEMENT, which is an aid to builder, points up 


Mid-Island’s 250 “showrooms” in Long Island model homes. 


Lighting Policy 


Forrest believes—and hopes—that soon, under the 

new system, the consumer will fully understand the pric- 
ing setup and will not think in terms of discounts but in 
terms of value in lighting he is receiving. 
e Contractor Profits Previously, the contractor or 
builder was getting at least 25% discount on fixtures 
purchased at Mid-Island. According to Forrest, this re 
duced the competitive factor for both the contractor and 
the distributor. 

lo show progress, the official believed he had to make 
at least 45% net profit on sales, which he adds is not 
excessive and yet not poor. Now, with the cost-plus-60% 
system, 10° discount is given to the contractor, which 
leaves a fair profit for the distributor 

“We have a responsibility to the contractor in getting 
him money, not as a commission but for actually hang 
ing the fixtures,” Forrest explains. “With the 10% dis 
count we now give him, he is receiving more dollars 
from us than when we allowed him 25°. Why? Because 
both he and ourselves are getting more sales from being 
able to compete successfully and by having realistic 
prices on our showroom fixtures.” 

Figures prove that the new pricing method is benefi- 
cial. Since the system was put into effect, volume has 
increased One-third. Forrest believes that at the end of 
one full year, volume might be increased by 50%. This 
increase not only has brought in more business for the 
distributor and given him a higher margin of profit, but 
it has put a true price value on the fixtures for the con- 
sumer, who now feels he is “not being taken.” 

Mid-Island’s officials say that consumers no longer are 
leaving the showroom as they did when they saw the 
unrealistic list prices. Now, they add, prices are competi- 
tive. 

@ Works In Field—Carrying his new pricing system into 
the field, Forrest has met with success—profitably and 
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KOON ROC aaa SMITHTO NDVIEW HARBOR PORT WASHINGTON 
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EXPERT AID in selec 


who also explains pricing 


promotionally—with the home 
Working closely with builders 
to offer their customers net 
stead of the inflated standard 
To date, he has convinced 


100 home developments on Long 


addition, complete lighting for 
homes in these developments 
Island personnel As an aid to 
advertises these developm« nts 
firm’s “250 showrooms 

Forrest sold lighting for trom 
in each development. Complet 
$350 to $2,000 per house 
e Policy Accepted—At first 
plus-60 system, with 10 
not accepted by many 
He explains that many of the 
igreed with him, but felt trapp« 
standard procedure Howevel! 
with the change and now 

“The old system has stig 
Forrest emphasizes It is 
and new methods to the consu 
he isn’t, then he will continu 
counts along with unre 
to degrade the industry 
then the distributor 


his business to. the 


houses.’ 

Forrest stresses that goo 
through poor pricing methods 
“We are now at a prime 
we must take advantage 
ducing the markups and 
down to a realistic value f 
We are trying to educ 

deceived by huge discounts 
ing-up process in the lighting 
convinced that once the custon 
tion, our one-price polic\ 
inspiring his confidence 
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Confidence is 
His Key to 
Better Sales 








With Paul Stone, ‘'confidence"’ selling is 
not the foot in the door, the high pres- 
sure pitch. It's good service, friendship 


By Herb Cavanaugh 


Paul Stone’s 
Friendship and 


NDI 


bread 


STRIALS are 
butter 
90 


and 


service are of his business 


For the past 14 
the greater Cleveland area for Milner 
Electric Co 

Before he 


himself 


vears, he’s covered 


sells anything, he sells 
gradually. Confidence, 
friendship and service are his biggest 
goals. Everything else is drawn up in 
their wake 
e His Philosophy 
bend-over-backwardness 
top of the selling list with Stone, 
cause they attract friendship on a long 
term basis. Friendship, to him, means 
on hoth of the fence. 
tell a customer I will 
Stone explains, “I will not 
my word from the 
to the favor. 


selling, you've got to let 


and 
the 


be- 


Truthfulness 


are on 


sincerity sides 

If | 
something 
go back 
largest order 


When 


do 


on 
smallest 


Vou fe 


FOTING 


mixing 


] vh 


Ho 


vou've done 
the smallest 
prices may 
fair 


customer know that 
your utmost even on 
order, | tell them that our 
seem high but they represent a 
margin of profit, and that the equip- 
your ma 


every 


ment sell you to run 
chinery is dependable.” 

Stone said he impresses 
tomers that Milner will spend money 
on the smallest “If a man’s 
machinery breaks down, and he’s burt- 
ing for a switch,” he says, “we'll send 
it out by car right away—or Open the 
store on Sunday. We will go far above 
and beyond any justifiable expense on 
an order, if it is necessary 

“This ts 
explained 
points 
tact.” 
e High Pressure 
high pressure stuff 


we 
cus- 


upon 


orders 


talk,” 
all 


made 


Stone 
these 


con- 


‘confidence’ 
“H | 


I’ve 


can 
really 


get 


across, 


“I forgot about the 


a long time ago,” 


FRIENDLY BANTERING occurs often during Stone’s customer calls. Here he con 


gratulates friend, Bob Reinhart 


for Van Doren Iror 


igent 
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who has just been appointed the new 
Works in Cleveland, Ohio 


purchasing 


bowls 
tomer, Paul Stone starts day at (right) St. Luke's 
eTe he | 


left 


(above as favor to cus 


cs 


does some checking vy iel 


asst. supt 


I 


, Maintenal 


NuUZZINg 
1? 
have the 
jump-in, 


When 
a blind bee, making 


Stone said youre 
around like 
or 13 calls a day, you don't 
time to The 
jump-out salesman who rams his pitch 
down the customer's throat 
have time to make friends. Confidence 
and dependability? There is none.” 

e The Odd Ball—*The same goes for 
these forced, odd-ball 
They'll remember him the firm, 
but not as a ‘confidence man’ (Stone 
says ‘confidence man’ means one who 
can be depended upon). They won't 
put too much faith in him.” 


sell yourself 


doesn't 


approaches 


and 


The Personal Touch 


“One thing I remember,” Stone says, 
give everything the personal 
touch. It’s extremely important to 
treat things individual problems 
when they arise. Then again, you can’t 
help treating things as individual prob- 
lems when you are service to 
customers who are friends 
Spending time with and 
taking care of their problems are pro- 
ductive calls 
e Time for Coffee—‘lIf a 
wants to take time out for coffee,” he 
said, “I’m all for it. It’s my call and 
my time. If that’s what he wants to do 
that’s what I'll do. A good point here 
is that customers talk more freely over 
a cup of coffee.” 
e Psychology—‘“While you're giving 
things the personal touch you've got 
to be able to recognize certain signs,” 
Stone demonstrated. “A customer may 
start to fidget and look around, indi- 
cating that your stay has come to an 
end. If you don’t recognize when 
Continued on page 131 
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customer 
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50 Salesmen Tell about... 


Their Most Unusual Sales 


On a recent survey (EW—May '59, p. 86) we asked 1,110 distributor salesmen, 


"What was the most unusual sale you've ever made?" Some of the replies were 


gems of the art (and artfulness) of selling. All were interesting. On the 


following four pages we're publishing 50 verbatim replies. Only the cities 


postmarked are shown because anonymity was promised to all who responded. 


I worked about two weeks with a contractor to get a 
$20,000 wire order on #1 job. I lost the order to a 
competitor, but the next week the contractor gaye me a 
$27,000 order on a job I didn’t know he had—Hartford 
Conn 

* al . 

Designing 
electric” saw mill 
proximately 1200 hp 
per 8-hour shift 


ind selling electrical supplies for an “all- 
$200,000 cost. Ap- 
35,000 board feet 


Approximately 
Approximately 


{ndalusia fla 








Time Wasted Well 


rravelling with a salesman, told me a particular ac 
count was not worth calling on. We made the call; 
after two hours we left with a $35,000 order—two 
reduced voltage 
starters, plus wire, conduit and bus duct. I must add 
that my position is more like a field application engi- 
neer of a manufacturer. Although it is on a distributor 
level, we find that specializing pays off—Maynard, Mass 


200-hp explosion-proof motors, two 
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Seven miles of whiteway street lighting. This orde1 
came down to the wire between my company and our 
chief competitor. Prices practically equal we got the 
planned selling job—Albertville, Ala 


i a 


DusinesSs ON a 


Approximately $100,000. It represented the largest 
single order my company had ever written—Carlisle, Pa. 
* * - 

In 1951 one customer was talking to someone I didn’t 
know. I was recommended for a certain type of material 
which we supplied promptly. After that I did over a mil 
lion dollars worth of all types of business in the follow- 
ing 18 months—Los Angeles, Calif. 

** * 

Sale of large amounts of installation equipment used 
in setting up pin-setter (for bowling) machines—Balti 
more, Md. 


Just a Cockeyed Saying 


Met a fellow in a bar. Told him what business I was 
in. Had a few drinks with him. Gave him my card to 
call me whenever he came to town. Went into house 
Saturday. My boss told me one of my barroom buddies 
had been trying to get in touch with me. Picked up 
phone and called him (it was the man I met in bar) 
Said his town needed some lights—when could I see 
them? Went over Monday and sold them new lights for 
their entire town. (Then, they say it doesn’t pay to 
drink)—Lafayette, La 
+. - - 

A $23,000 sub-station awarded to me because I was 
the only bidder that attended the commission meeting 
West Palm Beach, Fla 


7 .*+ * 


when bids were opened 


Distribution system and lighting for new plant. Given 
to me because everyone else neglected to point out 
an alternate system which was cheaper but also better 
“Grand Rapids, Mich 


.<é @ 


and more practical 


Selling drugstore lighting job where customer wanted 
less fixtures than I figured for adequate light. Another 
was Selling remote control wiring job in residence 
where customer thought he didn’t want it—High Point, 
NC; 
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A set of prints for a bowling alley given to me by 
customer. Made a take-off on fixtures and switchgear 
after I had order for complete deal—Pomona, Calif 


Complete bus duct system for an addition on a plant 
[his job was sold because the customer had confidence 
In me, in my company and product. Confidence was 
established by calling regularly and always giving cus 
tomer good service despite the size of his order 


Williamsville, N.Y 


Morale-building Memory 


4 customer desired some electrical modifications 
(move two bracket lights and two plugs) in a home 
which he had just purchased. Upon checking the wiring 
and service, | found some potential trouble spots which 
I recommended he have rectified. In discussing the elec 
trical system, many further modifications came up and 
the customer told me to lay out a good electrical system 
for his home. By laying out an all-electric kitchen and 
good lighting, I found a 200 amp. service would be re- 
quired. Since this job was to be in central Massachu 
setts, no household electric heat was designed into the 
system. Rates are still too high. However, two small 
electric auxiliary space heaters were used when_ the 
job was completed. With the assistance of manufactur 
ers representatives I was able to sell a complete low 
voltage control system along with the service, lighting 
and appliances. 

Upon completion of the job, I received a_ letter 
Stating how pleased the customer was with the installa 
tion and the cost of it. Any time I become a little “down 
in the dumps,” as the expression goes, I recall this sale 
which started as an order worth a few dollars and ended 
at one worth over $6,000—Worcester, Mass 

2 

When a customer gave me an order for material 
which he could buy 10% cheaper from my competitor 
Little Rock, Ark. 

* + * 

I had to return $20,000 order to customer. After 
calling on this customer for quite some time, I finally 
got an opportunity to negotiate an order. After factory 
man authorized my prices, I walked proudly away with 
the first order from this customer in the history of my 
company. After placing the order upon the factory, they 
refused to honor it and advised me that I would have to 
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return the order. This 
ceeding his authority by 
factory Columbus, Ohi 
When first assigned to new 
contractor my company did 
Learned this contractor was 
After about a month's spec 
calls was able to secure the 
excess of $200,000. With 
service, plus constant sul 
the project was able to sec 
ering the other electrical 
covers a period of approxin 
completed sometime this 
Converting industrial 


trolley duct {lton, Il 


S5,000 magnet 
from conveyor be 


ng, W. Va 


Convincing i 
Ip gas to elect! 


equipment to de 


( alled on oO! 
week later, the 
Vattoon, Ill 


Sold oscillati 
used to move 


It was about 


| have 
S1O.000 pel 


been unusua 


Re-winning an Account 


On my first week o 
us) customer to | 
supply of lamps 
up on the order 


needed immediate! 








Unusual Sales (cont.) 





Made him feel so good he went out 


| 


and refused to buy anything 
I However, I called every 
w items and lines | thought 
interested in. A small gear 
beat the estimated 
This January the 
ler for six months’ 
“I do this in spite 
of last year’s poor service, charging that to inexperience. 
Your persistence and concern to rectify that has earned 
you a real chance to handle our electrical purchases in 
1959” Marcus Hook, Pa 


comment 


vhen the man 


Don't know how I] 


cul uMnNANOW? 


ank building. I 
apor street lighting 
were mounted on 
the sidewalk with 


producing 
of the first times 


for this 


' r 
echt 


I 't ngle any one sale—as they all seem to be 


a little unusual from viewpoint of showing your accounts 


vhy you think they should buy from you when vou have 


} 


vholesale houses selling ilmost the same thing 
the same territory—Idaho Falls, Idaho 


The Hot Get Hotter 


Temperature 100° in July. Drinking coke to cool 
off with customer. He suddenly remarked, “Send me 


six electric blankets”—A/huquerque, N.M. 


56 


Having customer order a 1200 amp. fused disconnect 


switch and when inquiring what it’s to be used for 


was informed it was for “just for a temporary service 
a job”. (Average temporary service pole is 30 amp.) 
considerable confusion, it turned out customer was 

ect and small temporary servic led to bigger 

rs as job turned out to be a gigantic grain elevator 


processing plant—Phoeninz 


Method in His Madness 


Priced a job for contractor. I was told I was too 
high. I figured I wasn’t getting enough from him to 
worry about, so I told him he was a damn liar. He said, 
“Well if you feel that way, take the order, I didn’t want 
to make you that mad”—Lafayette, La 

* * #8 

Selling a luminous ceiling job complete. The custome! 
wanted incandescent fixtures, and I sold him up. The 
difference: from $150 to $750—Pueblo, Colo 

> « . 

Planning the power panel and lighting panels for a 

'V transmitter station and studio—Scotts Bluff, Neb 
toe * 

$19,000 figure order was $500 over the low quota- 
tion of a competitor—sold on basis of service and 
guaranteed delivery—Chanute, Kan 

*> * * 

I made a $240,000 sale (all the wire for a power 
plant) by just asking for the order. First time I had 
ever Called on the customer—Bellaire, Tex 

* * * 

Distribution substation for Jackson Purchase R.E.A., 
$22,000—Newport, K) 

« * * 

Sold two dehumidifiers in December 1958. Their use 
was in keeping hog houses dry—Waterloo, Jowa. 


Still in process of being sold—no competition. In- 
volves electric eyes for room where flour is passing 
through cloth container with possible breakage of bag 
Flour could pile up at the rate of 20 ton per hour be- 
cause of no alarm or safety feature. Electric eyes to 
overcome all problems—Haverhill, Mass 
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and worked the rest of the day 


I installed the first power groove lamp job this I 
area for show window lighting, giving the customer 
500 ft. c. level at a low price—East St. Louis, Mo 


received 
nquiring if 
quirement, I 


discuss their re 


Selling my home town complete new street lighting 
units Mt. Ayr, lowa. 


lowing day we 
uer copper gutte! 
for 


A $17,000 high voltage, weatherproof, tri-clad switch- 


(Didn't expect the big boys to let it in)—Stockton, 


* * * 


I called on a large industrial account for the first 
time. I did not know the man behind the purchase order 
so I asked for the electrical engineer. He inquired 
about a certain type of raceway which we did not stock 
ut could get I went back to the office and got all 
the catalogs and all the delivery information I could 
get by telephone. Then I went back to see the pro- 


spective customer. He was a very busy man and I didn’t 
take up much of his time. I gave him the information 
and left. Three days later he called me to come out 
and get an order. It ran about $900 and carried full 
profit. The customer didn’t ask me to cut the price 
and I didn’t offer to Dallas, Tea 

$87,000 order for fixtures for post 
Monterey Belmont, Calif 

Transferred to another city and went t 
office to procure good home. Advised him 
moving and closed an order for a friend of 
month for a $20,000 stock order even before 
home—city unknown 


When Price Isn’t Important 


One concern that I 


constant 


need 


( ind the elect am not 
interested in price. I need it.” 
+} » far ot 


( one tin 


noon 


} 
hal 


Everybody's Happy 


j 


Closed by a Cold when all « gen | { i “Ive got one 


I've had for five years”. ‘ di ted up 


Selling a doctor an air conditioner while he w like new. So w purchased [ d [ mack 
giving me a shot in rear quarters for a bad cold. Felt profit plus goo 
miserable that day but here I wind up with a sale I 


wasn’t even thinking about. Made me feel so good (the Ihe 
sale, not the shot) that I went out and worked the rest r he 
of day—Cincinnati, Ohio 


tir 
al 
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VO Otte oO 
U 


How to celebrate a 40th anniversary— 
that was Cadillac Electric Supply's prob- 
lem late last year. The Detroit distributor's 
management wanted to do something dif- 
ferent to dramatize its new role in serving 
both electrical and electronic industrial 
needs. The solution .. . 


/ 
cW : 
“EP yLLETIN U5 


FAK COMTACTOR 


LATEST developments, such as this air break contactor being 
hown by Allen Bradley’s Bob Gove, captured attention of 
visitors like A. B. Peck (center), Peck Electric Co. Stand 
ng by is Morse Goldman, Cadillac Electric’s president 


roducing an Electrical- 


TESTIMONIAL proclamation on the show is _ presented 
by Detroit's mayor, Louis ( Mariani (1.) officials of 
the combined Cadillac-Ferguson company, (|. to r.) Morse 
Geldman, Herbert 3 nberg and Edward Blumberg 


58 


OST PEOPLI preter to forget or at best to solt- 
pedal birthdays in the middle years. Distributors 
often feel the same way. But not Cadillac Electric 

Detroit 

To celebrate its “fabulous 40th 
Motor City distributor threw a two-day, $15,000 “party” 
second to none. The time: April 15th and 16th (2 to 
10 p.m.). The place: the lobby floor of Detroit’s glisten 
ng new Veterans’ Memorial Building. The method: a 


combination electrical and electronic industrial trade 


anniversary, this 


spectacular’—an exhibit featuring not forty candles, but 


forty blue-chip manufacturers’ newest products and de 
velopments Ihe results: an attendance of 3,000 top 
flight prospects, many actual sales leads for Cadillac 
Electric and its affillate—Ferguson Electronic Supply 
ind unqualified approval by the manufacturer-exhibitors 
on the show’s effectiveness. 
e Many Aims, Many Applications 
hibit had several goals 
e To mark Cadillac’s 40th anniversary 
e To dramatize “the haziness of the line 


ectric and electronic industries and applications,” and 


Ihe big trade ex 


petween tne 


thus spotlight the dramatic growth of Ferguson Elec 
tronic Supply since it was acquired three years ago 
EW, Feb. °58, p. 54). When it was purchased, Ferguson 
Electronic was 95 a supplier to radio and TV dealers 
It is now 100‘ 


iccounting for 30 


industrial and its volume has tripled 
of Cadillac-Ferguson’s $5 million 
annual sales 

e To bring its customers and the manufacturers to- 
gether without jeopardizing its distributor status 

e To give a majority of Cadillac-Ferguson’s customers 
i chance to see first-hand the latest products and tech- 
niques of application in the electrical and electronic in- 
dustries. The management felt that the people who 
signed the orders seldom if ever attended national shows 
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INDUSTRIAL TV receiver captures attention of (left) A 
FE. Guettschoff, senior buyer, and E. S. Walicke, purchasing 
agent, both of general supply, Ford Motor Co. Herb Blum 
berg explains operation of Texas Instrument’s prototype to 


them 


DUAL-PURPOSE PROMOTION \ 
the show and the elects i trol 


tions, mailing lists, bi 


Electronic Spectacular 


This regional show dramatized the important distributor 
function of keeping the customer informed 

e To publicize locally Cadillac-Ferguson’s belief that 
the Detroit industrial area is fast becoming one of the 
largest consumers of electrical and electronic products 
e Preparations and Promotion—Groundwork for the 
distributor’s “spectacular” began months before the show 
opening. The “producers” were Herb Blumberg, vi 
president of Cadillac and president of Ferguson, Ed 
Blumberg, an officer of Ferguson and Morse Goldman 
president and surviving founder of Cadillac Electric Sup 
ply. The “troupe” consisted of the combined staffs of 
Cadillac and Ferguson 


Working with a list of Cadillac-Ferguson’s own cus 
{ 


(rade 


tomers, the firm added the lists of several local 
issociations and Detroit Edison’s roster of active elec 

REFRESHING PAULSI 
trical contractors. Cadillac-Ferguson salesmen constantly ; , 
scouted for additional names on their routine calls for aie? é M 


months. Finally, Herb Blumberg, arranged for a lead 








editorial spread, cooperative advertising and a return - — 
card invitation insert in the March issue of “Crosstalk, Some Manufacturer Reaction 


publication of the local IRE chapter which reaches some 


Edward R. Beck, Square D Co.: 


1,400 active electrical and electronic engineers 
< essful } ‘ 
‘ . . SUCLCOESSITUL STIOW 

¢ New Combination Symbol— Special match folders 
mmended f 


Col ti 
t } 


I 
were designed, incorporating a new logotype that sym : 
2 tO Maning 


bolizes the merged character of Cadillac and Ferguson 
; ) : C. W. Kerr, Ideal Industries 
and more particularly the concept of a single supply 


pianning Was perfect Uf tc t tif 
source for electrical and electronic products (see i : 2 
Norm Triplett, Triplett Electrical Instrument Co.: 


lustration above). The corporate symbol was also used ‘ 


, C ongratulat } 
on the two invitation mailings to the list of 8,600 : 
endance n ter t t { 
prospects. : 
' P P and profit will nost 
At the show, guests were guided by ¢ adillac Ferguson ir; : 
: ' . John Olrich, Texas Instruments, In 
salesmen to booths manned in some cases by top level 
manufacturer executives. Exhibitor reponse has the “pro- 


ducers” planning their next “spectacular.” 


finest exhibits I | 


W ii' 
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THE SALESMAN’S TECHNICAL NOTES No. 65 


Line (HGR resistances F hint Statiovary Wo he L/e 
: f volt age cot/ curren?s viatiebaadinees r yf’ pbs 5 > “"— cor/ 


Voltage cotls j 
~ Current? Load 
LOIS - 10 


WATITM ETE ERS . Ingle-e/ermernt i115 F%ru- 


ment (above) measures single-phase power. 
,. 7wo-elemen? instrument? (/ef#t) 1s shows? con- 
| Vlovable Corls ylected fo measure 3-phase power Curren? 


























are 4” OL = = ees 
pub cov/s are corwtected 117 arty FwWoO PAASES 


Load vo/tage col/s Aave a corner cormecrior 
7o the third LAAaSe. 


’ hice 
OHMMETER. Three TAaNNqE S are pt lt 


Shown, 2 ard R37 short Par? Of Cur- / rnovemer7i?# 
let? with switch ir Lange postions Calibrating 
2 and 3. Adjustable resistor +5 ] res/isfor 
UsCa Fo ser 001777 7er ar FO A gd Heavrer a ACT1770 - 

X; arid X72 shor 42e 7. " ail couple 


7 sted Load 
QD arwery Eee 




















Selec -tor- 
SUNICH? 


Curren? fo be measured passes 
bs be f¢hrough hearer, hearirig rherrmo- 
pomoet couple elements. Ept MNeve/- 

oped c AUSCS Curres? 4% fo L/oKu 


/ / ° Jf 
TATOUGH? rerer coll 


X2 


< 
oe 


STI 1. THERMOCOUPLE AMMETER 
f 
J 


aaa SYNCHROSCOPE shown 

Switch is closed ory simplitred single-phase Ccitcurt 
when alternator 75 oa midicates relative Aiffrererce 
page ach 6 =—l in Freguency LE7WEeE/7 bus . J107€ 
former arn LA alternator which /s 7o be 


if AN thrown o17 the Bus. 


Sow 
g ES | Gs — Pointer rofares 17 one airection 


or the other as /org as a/rer- 
Pointer riator 15 our of SYICBIOII S177 
ee : : with bus firte, Wrerrator 1s 177 
— IWMMOSCOPEC SYIChTOINS TA Wher poirrTer re- 
mains motionless vertica//y 
az mark on dMal 








, 
4TQI15 
TOlWTIIC?T 








A/fernatror 
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Pinpoints the Information You Need on 





Meters and Testers-—Il 


By J. F. McPartland 
and W. J. Novak 


LTERNATING CURRENTS an 
voltages may be measured | 


means of dec type permanent 


moving coil com 
with 


or rectifier circuit 


Thermocouple Instruments 


mMaJznet meters in 


Dination 


device operates 


known 


of metering 
to a 
See yeck 


Wires Of 


phenomena 
effect: if the junction 
dissimilar metals 
small voltage 1s developed 


the other two ends of the 


thermocouple instruments 


provided 


the d SS 
vires and produces 
proportion to the current 


This heat 


thermocouple 


unction n 


being measured then pro 


| . 
duces the electromo 
iS ni 

Pe 


connected 


« 


frequenc circuit 


Rectifier Instruments 


ement 


June, 1959—ELECTRICAL WHOLESALING 


either a thermocouple 


sine waves, such instruments ca measu 


indicating consum 


Rectifies t 


used for 


calibrated for directly 


ic current or voltage 
struments are commonly 
ing and servicing of equipment and 
appliances 


Wattmeters 


tric powel 


Measurement 
(which is the time 


electric energy consumption) 
circuits .1s generally made by 


ol i 


power in a circuit Is 


wattmeter. In dec circul 
equal 


ind the 
time 


product of the current 
age of the circuit at 
ammeter and voltmeter in therefore 
be used to determine 
And these 
vhen Power Factor Meters 

When the ra n t 

circuit 
product of 


rent does 


vattme 
cases and 
mounting 
two sets ol 
fixed and one m« 
the current 


‘ 


irrent 


Syachroscope 


Next: 





Meters and Testers 


eason be 
last year 
ar partme 
Wholesal 
When the 


modern 


OMmpany 
to Natior 
NOW IS al 
tri Who 
e Create 
rer Ben 
lighting 1 
in home 
viven 


% 


| 


handising 


That's 
building f 


Says 


1p service 
ind to eco | 
Phat motto, in 
I 


National Electric Lighting 


(lighting only) 





A SHORT MOVE of 


National Electric Wholesalers, Inc. 


(apparatus and supplies) 


SEP FOOD 
GRILL 





| Electric into a new 


building is shown by 


Why National Divorced 


Lighting and Supplies 


Last year, National Electric of Washington, D.C., created 
a division for the lighting department. Here's why. 


LIER 
th 
the 
hind the phy 
ot the lighting 
nt of National Electric 
Inc. of Washington, D.¢ 


nove W made to a new 


sical separation 


ind upplies 


uuilding one door away from 
building, 
changed the 

Electric Lighting 
division of J 


tus and ipplies 


officials name 
which 
vational Elec 
| iler 
Sales 
Good 


+hting 


Important factor 


t should be 
ion through me 

ind display 
why we wanted a paral 
or lighting Goodman 
pretty diffi to sell light 


building whe Space Is at 


only 


ult 


premium and where displays can 
not be made flexible enough sa 
In to facilities, Na 


tional Electric Lighting personnel 


addition new 
are 
n a better position to create sales by 
realting 


good lighting. Goodman says 


working very 


by 


imarily 
the 
and by 
youts of 
The new 
be both 
All floor 


f a portable nature 


this 1s done p1 


closely with 


home building con 


tractor 


giving him complete 


laa residential lighting 


jobs 


showrooms are set up to 


ind functional 


example, 


decorative 


displays for are 


ind can be moy 





National Electric Wholesalers, Inc., 
founded in 1946. As long 
eight years ago, personnel were think- 
ing about more realistic pricing on 
lighting. Last April, to “give better 
service to the public and contractor,” 
the system was changed from a 3.5 
to a two-time markup. 


was as 





inv the 


ol 
addition 


entire appearance 


and layout 

In 
suspended 
framing, 
ti-outlet 
an 


the irea 

fixtures are 
channel 
are connected from mul 
[his permits 


rearranging 


ling 


all ce 
from continuous 
ind 
metal raceway 
ease in changing or 
the displays 
e Qualified 


Electric 


National 
Light For 
features 5 OOO-sq_ ft 
Offices 
stock Is 
basement 
staff of qualified light 
Goodman ts past chair- 
( ipital Section of the 
Engineering Society, 
the Washington Residen 
Forum and a member 
S. National Committee 
Lighting. The company, 
which is headed by David Leventhal, 
LES 


Personnel 
Lighting’s new 
Living Center” 
1Or 
the 
tained in 


Among 


display purposes 
second floor, 
the 
the 
Ing specialists 
of the 
Iluminating 
chairman of 
tial Lighting 
of the LI 


Residential 


are on 


and main 


man 


on 


also is a member of 
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Light for Living Center Features Functional and Flexible Displays 


POST LAMIPS 


CRYSTALS AND BRACKETS a hown here. On the 10 OL TDOOR 
ft cerlin all fixture t on low voltage and individual Lightin I 
witches. Others are controlled by individual pull chain 


Turn Page for National's ‘extras 





Why National Divorced . . . (cont.) 


Advertising Promotes the Contractor 











lag ee 
Vedic wil Che CC Lighting Sf Salle 


Dear Electrical Contractor: 


: At left is a copy of our ad insertion 
for safe, ; which appeared in both the Washington Post 

: - i the Washington Star on 
ade uate : and Times-Herald and th § 

q . Saturday, March 21, 1959. 

wiring 

; This is the first in a series of prom- 
and : tions, planned by National Electric, to call 

. . attention to the professional services of 

electrical 4 you -- the electrical contractor. Our adver- 
repairs . tising promotions of lighting fixtures are 

~ being carried on in an effort to keep sales 


consult a : within the industry. 


bonded, : We believe the continued success of your 
. : business and ours depends on mutual coopera- 
licensed ¢ tion; and we at National are especially mind- 


electrical : ful of our obligations to you. 


TIME T p contractor . If you have not already done so, won't 
: a. ites ei : you come in to see our new, modern lamp and 
0 you i : lighting fixture showroom at your earliest 
LIGHT BULBS ! . convenience? We welcome your customers, too; 
. ; and you may be sure that whenever you send 
: them to us, they will receive our utmost helr 
How does your garden : and consideration. 
glow? Try planting : 


a few outdoor lights! Please favor us with your comments and 


suggestions. 
NATIONAL : 
ELECTRIC : Very truly yours 
LIGHTING : National Electric Ligh 


pars 2. oo 


David Leventhal, President — 


























SEASONAT { AN AID TO CONTRACTOR is 


Natio | f ; 
thie pre ion oO al ISCTNIC 


led u tt I¢ 


These ‘Extras’ Are Stressed to Accommodate National’s Customers 


><> ue 


la 


is provided fo DEMONSTRATION 


KIDDIE CORNER nt CONSULTATION roon 
i ' who h blueprint » 4 Goodman 


' Owr , ht ‘ rn ' ct n off 
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Success stories 

like these mean ee 
satisfied customers eee 
for you, when you sell i 
OKOCORD portable 

cables 


On big jobs like the tough ones shown on this page, 

you'll find Okocords chalking up excellent service 

records on assignments that might well knock out 

ordinary portable cables. One reason is Okonite’s 3 


ability to come up with unusual designs, special Display strength and flexibility 


service characteristics or engineered accessories to and unwind continually t 
one A . ft span withstand sur 
meet unusually punishing environments or mechanical 


action. And their mold-cured toughness, their 
“Quality-Controlled”” manufacture of standard as well 


as special designs help explain why .. . 


For normal, rugged usage, such as portable tools in 
construction projects, shop work or other industrial 
operations, Okocord outperforms any other cabie 
This extra value built into every Okocord means 


more satisfied customers for you. 


staying power ever 
For complete specifications on FUN-OVEFS ot 
the many Okocord construc: 
tions, including splicing and 
terminating instructions and 
other engineering information, 
write on company letterhead for 
64-page BulletinWH-1108, The 
Okonite Company, Passaic, N. J. 
tlexible cords 
an 


Ss 
portable cable 


Withstand intense heat 
Okocord flexi ble 
enters the furna 


at 


Week. a 


crushed rock, buried 


keeps the 





...cracked the paper barrier, too 


You'll know what I mean. Work- 

ing late ordering stock...evyes 
tired... dropped glasses... hit by idea. I reasoned 
that since Porcelain Products makes 127 different 
high quality, time tested, electrical supply items 
I could save time, worry and money with one pur- 
chase order, one acknowledgment, one shipment, 
one invoice, one check instead of dozens. 
Well, you get the idea. Everybody was happy... 
me...my office staff... the boys in the back room 
and most important, my customers. (So was 
Porcelain Products Co. ... and you should see the 


service I get.) 


Like me, you can get so many top-notch, nation- 
ally advertised items from Porcelain Products... 
Mast kits, Wireholders, House brackets, Racks, 
Spools, Cley Ises, Copperweld eround rods, Wedge 
grips, Split bolts ... items used every day by your 
customers, the contractors. Since 1894 they’ve 
served the electrical industry. Send for complete 
information on their comprehensive line today. 
No obligation. 

Oh! by the way, I know the actual paper in pape1 
work doesn’t cost much, but neither does the 
actual metal in a watch. 


PORCELAIN PRODUCTS CO. 
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A MESSAGE TO AMERICAN 


One Battle 


INDUSTRY * ONE OF A SERIES 


e’re Losing 


-And Why 





Lest it seem sel}-serving. we of VceGraw-Hill. as 
publishers, have hesitated to make the follou 

ing statement about the “Battle of the Books’ 
However. our reticence has been overcome by 
our conviction that it is greatly in the national 
interest to have much wider public understand 
ing of the nature of this hattle. This conviction 
is strengthened by the jact that many. not 

the publishing industry, believe in the impor 
tance of this battle and. further. by the fact that 
wis a battle u“ hich the { nited States ts losing 











The United States is losing an important 
battle — a battle of knowledge and ideas, waged 
with books. It does not have the excitement of con 
petition in scientific achievement, nor the urgency of 
a diplomatic crisis, nor the obvious economic signifi 
cance of a struggle for export markets. But our success 
or failure in this battle of knowledge and ideas may 
well have a decisive bearing on these 
aspects of international rivalry 

The Russians know this. About a decade ago, they 


started a program to build up their export of books 


re spet taculal 


the most durable and penetrating way of communicat- 
ing knowledge and ideas. By 1957 the Soviet Union 
was exporting 30 million books, one-and-a half 
times as many as the United States. Many of thes: 
books are printed in English, and all are in languages 
of the non-Communist world 

In the languages of the Near East alone. the Rus 
sians printed and distributed 413.600 books in 195 
as compared with 166.415 in 1956. In India. Russiatr 
textbooks on engineering are to be published in fF: 
lish under a technical aid agreement signed in Moscow 


last December. 
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‘Trade Follows The Book’’ 


Books are in the advance guard of the Soviet 


political and economic challenge to the free 


world. With books » wa of think ihout 
government bout ducat il it inagement 
ibout science and technol lf these | Ks do thei 
job effectively in the ti f tl LL bv 
come | s leader ! isis tor 
political and cultural understand ni the 
future. for trad 

The Russians ire t the first I this rela 
tionship, Britain, which lives by trade, has tradition 
illy exp ted ‘ I i il 
other nat | iy il k t 
produced. The British | Tract 

llows the book 1] } \ 
the Russians are t 
~¢ thei | rp 

Wh r = ti | ! > ret 
{ or mens mind | t lar 
behur tt ~, t ) i 
lion books t! ‘ Asap 

! 

portion ! ! k rt 
i t tk | | 


U.S. |] k « 
\ 1 \W | . vM) 
1946 to S35.0 
(Canada il t \ I 
i 1 

| Phe comparatively high cost of produe- 


ing a book in the United States. 


v ly 
’) The shortage of dollar exchange in many 
countries, whic! | iy for 





in currencies that are of little use to Amet 
hers 
sians have neither of these problems, Soviet 
is state-subsidized, and exported books ar 
minal sums paid in the currencies of the 
importers, As these books serve the political and 
economic purposes of the Soviet Union, they are 
cheerfully sold on giveaway terms 
Phe American publishing industry, on its 
own, is making vigorous efforts to increase the 
distribution of American books in other coun- 
tries. Leading U.S. publishers and their agents have 
ofhees and salesmen in the major countries of Asia 
\frica and Latin America. Several publishers have 
cun to reprint textbooks in Asia at one half to one 
third of their U.S. costs. thus making them available to 
sin Asian countries at prices they can more 
ford nd the American paperback has be 
bol of low cost in popular books. But 
neither of these devices is practicable for serious cul 
tural, technical, scientific, educational and professional 
hooks hich require durable, hard-bound and neces 
sarily expensive editions Despite their great impo! 
ose who need these books, the demand fo 
nply not large enough to warrant low-cost 
methods 
ent agencies also have increased the avail 
of American books. The United States Informa 
Agency and the International Cooperation Ad 
istration have placed American books in libraries 
rseas. donated them to educational institutions and 
esented them to key individuals in the industries and 
ents of the developing countries of the world 


programs are small in relation to the need 


A Modest Program 


An unusual and litthe-publicized Government 
program has helped American publishers over- 
come the other major obstacle to the export of 
book the shortage of dollar exchange. This is 

Informational Media Guaranty (IMG) program 

stered by the United States Information Agen 
bles publishers of books judged to be worthy 
iy of life to sell their books, for 
ney, in countries such as the Philippines 
Vietnam. Burma, Indonesia, Pakistan, Tun 
el, Poland, Yugoslavia, Spain and Chile 
ch would otherwise be unable to buy these books 
iuse of their shortage of U.S. dollar exchange 

Phe IMG program is not a giveaway. Publishers 

to sell their books. and customers overseas have 
want them enough to buy them at full prices. IMG 
erely guarantees that the exporting publisher receives 
dollars the payments he collects from his customers 


their curren Ihe program costs very little in 


terms of our total foreign aid program, or in terms of 
what it accomplishes. In ten years it has mad possible 
the sale of $150 million worth of books, magazines and 
films to countries of key economic and strategic im- 
portance at a cost of only $10 million. 

The IMG functions through a revolving fund. For- 
eign currencies are exchanged for dollars, and the 
foreign currencies in turn are resold to replenish the 

of dollars. The net cost is the small but un- 
avoidable loss on resale of these foreign currencies. 
IMG revolving 


fund has shrunk from its original $28 million to $18 


Over the ten years of this progran 


million. $10 million of which is in unconverted for- 
eign currencies 

If this modest but vitally important program 
is to be continued, Congress must appropriate 
the money necessary to rebuild the revolving 
fund. This would ensure that any country approved 
by the State Department and willing to sign an agree 
nent to buy American books. at their full price, with 
its own currency, could do so, Last August, Congress 
reduced a requested appropriation for this purpose 
from $7 million to $2'2 million. To continue even at 
its present reduced level, an appropriation of $3'2 
million is needed. To realize the full potential of IMG, 
the revolving fund must be restored to its original level 

If the IMG program is not continued, with adequat 
financial support, some countries whose friendship 
and understanding we seek today and with whom we 
hope to build a trading partnership in the future will 
have to reduce their purchases of American books to a 
trickle. These are countries where school teachers. 
college professors, students, engineers doctors and 
businessmen need and want to bt ! rican books 
The loss will be not only theirs. | ours as well. For it 
will deprive the U.S. of one of its most effective, and 
least costly, means of commu ! knowledge and 


ideas and underst inding ol n can way of lile 








This message ts presented 

~uhlishiy ( , 

Pu HISHUNG ompany fo 

knowledge and understar 

nator al proble m. Perm 

fo neu spapers, groups or tidl Wdualts lo quote 


or re print all or parts o 


Aeusta Uther 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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Youll make more money with G-E 
Christmas lamps than with imports 


- o 1: 
Store tests show 25% great 


77%, to 124% more loll 
THE FACTS: in | 


of General Elect ( REMEMBER, 


THE RESULT: Wit 


Here’s a brand new 
profit-maker for 1959 x ite til they light 


1 


Snowball 



















making G 








NEW G-E SNOWBALL LAMPS 


D27 OUTDOOR TWINKLE 
LAMPS. I | 


S Is 


8) 


| ' D27 25¢ 4 


D15 OUTDOOR TRANSPAR- 
ENT LAMPS 


G-E LIGHTED ICE 


DI4 OUTDOOR er 
Cony LAMPS 





Blue 
D26 TWINKLE LAMPS (tor ¢ D30 29¢ 


D25 TRANSFORMER TWINKLE 


I 





C7'4 TRANSLUCENT LAMPS 
era ri 'e) 


NO C C6 SERIES LAMPS 


raver paghence € 
C72 16¢* <A cet &S 


All marked G-E on the bulb and on the package Le phy 


PB to help you sell ~ 


ears b " choose either ea 
nowba or both a —SséCCHR'ISTMas 


#226 ASSORTMENT <a> LAMPS 


| (> DEPENDABLE 
~~ _~ LONG Lis 
>L-BUR MINK 


ny 


F ie 






New! 





21 


mS dela 


ELECTRIC ==> 


G-E ads blanket the country. 


286 newspapers reach 1 
SPECIAL SNOWBALL ASSORTMENT — | j ‘ 


Ma ~ 
0 new G-I eae . ‘ Zim eh, 
| enna aa 34,500,000 families in time . 
. is FREE highee Peay ‘With G-20cker sering to give you most sales. yb | aq 












GREATER 

















INHERENT AND 
STRUCTURAL 
STRENGTH 
a 
—_— 
ion 
td 
ae 4 aan 
| — yy, hg 


this is one of the 10 reasons why 


| STEEL 


CONDUIT IS BETTER 


1 Greater inherent and structural strength 5 Easier to fish with a tape 
2 No special exterior preparation needed 6 Compatible with all building materials 
for concrete installations 7 Great resistance to corrosion and alkali reacti 
3 Takes toughest punishments during construction 8 Greater protection of conductors after installation 
4 Uses standard tools and accessories 9 Immediate delivery from distributors and 


10 Proven for more than a half a century in millions of installations 


CLAYTON MARK, pioneer in electrical conduit since 1910, specializes in prod 
that meets all building specifications. Our facilities, engineering and production kno V 
quality products accepted as ““The Contractors’ Favorites” in the industry—Ele tube, H 
Galvakote and Enamelkote 





ciceesieietasieateteneteteteatedetedetetete 
100 De sto + E 
' 
! Na 
P CLAYTON MARK & COMPANY |: . 
1900 DEMPSTER STREET + EVANSTON, ILLINOIS ; 
y City 
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General Cable Distributing Centers 


and Sales Offices Coast-to-Coast 
2100 Zearing Aver 


1130 East 30th Street 


Birmingham 5, Ala 


ncinnati 37, Ohio—7650 Production Drive *Evansville 14, Ind.—1326 East Division Street 
Cleveland 14, Ohio—2875 Superior Avenue Honolulu 13, Hawaii—742 Ala Moana Blvd 

olumbus 12, Ohio— 1140 Chambers Rood Houston 20, Texas—1340 Hahlo Street 
Dallas 7, Texas—1620 Oak Lawn Indianapolis 7, Ind.—1735 West 18th Street 

Dayton 4, Ohio—1256 Stanley Avenue Jackson, Mich.—3507 Wayland Drive 

Denver 16, Colo.—4201 E. 48th Avenue Jacksonville 5, Fla.—455 Roberts Street 

Des Moines, lowa— 2050 Delaware Avenue *Joplin, Mo.—418 Wall Street 

Detroit, Mich.—12811 Capital Ave., Oak Park 37, Mict Kansas City 16, Mo.—920 Cable Road 

El Paso, Texas—1042 East Side Blvd Lincoln, Nebraska—5615 Seward Street 
"Emeryville 8, Calif.—6221 Hollis Street Los Angeles 58, Calif.—2906 Leonis Blvd 


"Erie, Pa.—1001 State Street *Lovisville 13, Ky.—4262 Poplar Level Road 


ed 


ETT 


(ure ow 


iit 
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Memphis 6, Tenn.—1288 Orgill Avenue Pittsburgh 12, Pa.—2242 California Avenue San Diego 1 alif.—520 E Street 

Miami 42, Fla.—3501 N.W. 60th Street Portland 10, Oregon—2215 N.W. Quimby Street San Francisco 24, Calif.—185 Industrial Street 

Milwaukee 13, Wisc.—6520 W. State Street Raleigh N.C 2323 Campbell Street San Jos 13 ait 17 Ww pan Fernando Str 

Minneapolis 20, Minn.—404 W. 79th Street Richmond 30, Va.—2315 Westwood Avenue Sant M 7 123 rth Street 

Newark, N. J 1071 Hudson Street, Union, N. J Rochester 19, N. ¥.—8505 Thurston Road Station avannat ns a as h Industrial Par 

New Haven, Conn.—463 Boston Post Rd Rome, N. Y.—400 Railroad Street sachin ion , yore SF 
Orange, Conn Sacramento, Calif.—915 Fee Drive, N. Sacramento 15 

New Orleans 25, La.—3923 Euphrosine Street St. Louis 9, Mo.—4983 Fyler Avenue Tampa 10, F 

New York 17, N. Y.—420 Lexington Avenue Salt Lake City 4, Utah—22 Jeremy Street Tulsa 5, Ok 

Philadelphia, Pa.—95 S. Eagle Rd., Havertown, Pa. San Antonio 10, Texas—311 Eads Avenue *Washington 1 

Phoenix, Ariz.—3316 E. Washington Street *San Bernardino, Calif.—1321 North E Street Wichita, Ka 


DISTRIBUTING CENTERS 


serve General Cable authorized distributors 
with a « s FAST DELIVERY: Distributing Centers are our Distributing Centers with a minimum 


strategically located on a national basis to of record keeping and ¢ al work. The 
service our Authorized Distributors’ sales most streamlined method of handling stock 
needs.* We pride ourselves on our service has been developed to make it easier fo1 


BACK-UP INVENTORY: Our Authorized 


Distributors have the advantage of large 


our 
distributo1 Ss tO do 


TECHNICAL SERVICE: Cal! on us to help 


solve you! Cable provpiem y have the 


back-up stocks in our Distributing Centers. 
Back-up stocks supplement Distributors’ 
operating stocks, assuring good turnover eye 
and minimum usage of costly storage area n 

i! 


re | 


for wire and cable products. 


only be 


STOCK REPLENISHMENT: Our Authorized id from nera abl istributing 


Distributors replenish their stocks from 


GENERAL CABLE CORPORATION, 420 Lexing! 


Offices and Distrib ting Centers Coast-to-C 


“2” GENERAL ‘CABLE 
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ANOTHER ADVENTURE 
IN) LOW-VOLTAGE WIRING t /, 
WITH 


\°o ee eee ap ve OF COURSE HE 
4 VAS Vy ER CAN | or wa & 7 CAN TELL. THE TINY 
he ee oe ( RED JEWEL. ON THE ) 
Tah ——— \_ SWITCH LIGHTS UP 
ath ] ai ; } Pp WHEN THE x 
= DY qv CON) ta a, Sei ae 
S| PENA i | 


and es, pO NZ, NZ, yy 
ALEC TRISHUN \ “T\s 2.) : 


& PILOT-LITE PUZZLE”) « WEG NA 
; “— 


a re ce ee 


SAY, REMMIE, THIS JOB CALLS FOR 
THE BASEMENT LIGHTS TO BE 
( seb agence D FROM THE HALL. WHAT 








“TH 














—  — 
NOPE —REMCON PILOT-LITE Ne 
SWITCHING IS ABOUT AS 
ECONOMICAL AS REMCON 
NON-PILOTED SWITCHING. WITH 

REMCON THERE'S NO 
ADDITIONAL TRANSFORMERS 
OR WIRING REQUIRED. JUST 
USE REMCON PILOT-LITE 
RELAYS AND SWITCHES — 
THE INSTALLATION IS __— 
EXACTLY THE SAME 

JUST 32 WIRES FROM é 
RELAY TO SWITCH®), \e 











THAT'S PRETTY 
GOOD, BUT DOESN'T 














AND 
THAT'S NOT 
| ALL, ALEC... 


, THAT RUN THE BILL —_ J” 
WAY UP? pn TRA, ee 
| | OF 4 \/" T — J 
L rar elias oy 
wy ‘a - 
a VS EE THE PORCH \ RIGHT! ONLY REMCON © f GEE, THAT'S GREAT...NOW YOU CAN HAVE 
LIGHT TO BE CONTROLLED )} PERMITS You ig MULTI- POINT SWITCHING OF A SINGLE LIGHT 
| BY PILOT-L ph SWITCHES ¥ ‘CONTROL A F > |LOT-L | FROM AS MANY SWITCH LOCATIONS AS YOU 
| 
' 


WISH...AND YOU CAN HAVE 9\~————— 
/ 





IN THE STUDY AND 
BEDROOM, AND BY A NON 
PILOTED SWITCH ON THE 

PORCH ITSELF 
RIGHT, REMMIE 


\ RELAY WITH 
|} EITHER 
TYPE OF 
SWITCH 


INDICATION WHERE YOU CAN‘T } 
SEE THE LIGHTS YOU ARE 



































. Sui 
/ as 
P\yAy - - = 1 
A) ef v7 M L 
VA - “} 
} q a ae ia 
Wa 7 ANT TO HEAR more» 
/ ...1F YOUR PLAN CALLS FOR GANGING PILOT-LITE FELLERS...WAN/T TO HEAR MORE \ 


WHY REMCON'S RELAY W/TH 
THE BUILT-/A/ TRANSFORMER 


PROBLEM WITH bay opm PLUG- IN SWITCHES. YOu 
® JUST ASSEMBLE PILOT-LITE AND NON-PILOTED 
et timeste IN ANY COMBINATION YOU 
WANT...UP TO 4 POSITIONS. 


i AND NON-PILOTED SWITCHES...THERE ISN'T ANY 
f 


FLEX/B/LITY...WHY REMCON /S 
THE LEAST EXPENSIVE WAY 70 
OBTAIN ADEQUATE SWITCHING: ? 


S JUST WRITE FOR REMMIES 
* acaneasianeine’ MANUAL. 70. 


o*e REMCON 


¢ 
@ ii; @ 
a @ PYRAMID INSTRUMENT CORP-Dept 
we 630 MERRICK RD. 
LYNBROOK, NEW YORK 














MEANS SIMPLER W/R/ING, GREATER 


ABOUT REMCON’S VERSATILITY ? | 


] 


BI 
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ES 
ay 
* 


4) 


watch as he adjusts weld heat on control console 
J 


Contractors find: 


CIRTUBE*EMT maintains 


“Sf uniform high quality 


’ 


u undle ndle, 


NOWING that the EMT you use 1s always of the same 
high from tube to tube, bi to bu 


ynth to month—is one sure way to help guarantee 


etter electrical jobs at lower installation costs. 


CIRTUBE EMT is like that. Made 


modern equipment, the latest 


t, with ultra 
techniques, stringent 
quality control measures that experienced engineers can devise, CIR 
TUBE EMT has already acquired a reputation for unsurpassed uniform 
quality and 


WIRE & CABLE 

a subsidiary o} 

CERRO DE PASCO 
CORPORATION 


PLANTS: ff {ick i SALES OFFICES & WAREHOUSES 


ci RTUBE men uh doit! 





CIRTUBE EMT 


tha ary EMT, provides 


0; 

ys 

/ 

/ « tl. 


Lo! 


Tight, easily handled bundles! 


y 


Fast, friendly service! 





I-T-E's PROVEN PLAN 10 

















“THERE IS NO MYSTERY” PROGRAM HELPS YOU WIN MORE 
ewer BREAKER SALES...EVEN FROM THE TOUGHEST carteaedabie 


You make more money on circuit breakers. And this i-T-E “Ther the job hues lio with all th 

is no mystery” program shows your customers just how many purchase material gives you all you need to te 

idvantage rcuit breakers have. It works too! Customers wh story to your customers 

never bought circu eakers before suddenly become circuit - 
sie To help you reap the full reward 

roved time and time again. You : 

will present this program to your sales people r to meetings 

n you ever have before, and 
’ you set up with customers. In addition, he w upply you with 


rinto sre f 1 tr « 
printed mailers for you to sé 


THE PROGRAM Let I-T-E’s “There is no my 
An interesting and entertaining col trip film tells just what a with your I-T-E representative 


circuit breaker what it does, where it is used, and why it does 1900 Hamilton St., Philadeiphi 
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BOOST YOUR BILLINGS! 








‘““COPE’S PROTECTIVE DISTRIBUTOR 
POLICY KEEPS SALES OUT FRONT 
IN OUR TERRITORY’’—Sayrs JOE FirsT 


“The only completely integrated line of cable supporting systems for 
every installation requirement . . . sold exclusively through authorized 


distributors—and backed up by a company policy that really protects 
and promotes our selling effort! Cope's Selective Distribution Policy is 


doing a real job for us . . . as I'm sure it does for authorized 


Cope electrical wholesalers throughout the country. We're 
sold on Cope—and we're selling Cope.” 


HERE’S THE POLICY DESIGNED TO HELP YOU SELL COPE PRODUCTS 


T. J. Cope shall sell its Cable Supporting Systems and Installation Accessories exclusively through Cope authorized 
distributors who shall agree not to handle a competitive line of cable supporting products. Cope authorized dis- 
tributors will be limited to the minimum number necessary to provide effective coverage for the logical customers 
of T. J. Cope Division products. A Cope distributor must be a leading supplier of electrical apparatus and supplies, 
financially responsible. 


T. J. Cope Division and its appointed representatives accept the following responsibilities to their 
authorized distributors: 


. To train the distributor sales personnel in the application of Cope products and effective selling 
of the Cope line. 


2. To assist its authorized distributors on the application of Cope products for specific jobs. 


3. To create a demand for Cope products by promotional efforts among consulting engineers, 
architects and other specifying influences. 


. Additional Cope distributors will not be appointed in any given marketing area without prior 
consultation with existing Cope authorized distributors. 


. To protect its authorized distributors on all business. This specifically 
includes sales to utilities and government agencies. 
authorized distributor for Cope products is expected to: 


. Maintain a selling organization equipped to specify, quote and service 
a customer on T. J. Cope Division products. 


. Grant T. J. Cope Division field and factory representatives the oppor- 
tunity to hold sales meetings for the distributor personnel as required. 


. Cooperate with T. J. Cope Division and its representatives in any effort 
which has as its objective an increase in profitable business for both 
distributor and manufacturer. 


. Conduct his T. J. Cope business in accordance with the established sales 
policies of T. J. Cope Division, Rome Cable Corporation. 


Originators of the 
First Integrated 
Line of Cable 

Supporting System 


Division of ROME CABLE CORPORATION - COLLEGEVILLE, PA. 
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New RACO “Q” 
Quick-Clamp 
can save hours 
on the job 


With RACO’s New ‘‘Q”’ Quick-Clamp you can install non-metallic 
sheathed cable in seconds. Simply push the cable through “Q” 
Quick-Clamp. Cable is held firmly in place, can’t be pulled out 
until clamp is released. To release the cable, apply alittle pressure 
under the clamp with your screwdriver. With the new ‘‘Q”’ 
Quick-Clamp there will be no more lost time tightening and 
loosening cable clamp screws...no more stripped screw threads. 


And... you'll save an hour or more on the average job (60 to 
100 boxes per house). Your RACO Distributor has the New ‘'Q”’ 
Quick-Clamp Switch and Outlet Boxes. They're revolutionary, yet 
so simple to operate. (Exceed Underwriter Laboratories’ tests; 
are fully protected by patents.) See them and try them now. 


*Trademark 


PACoS 


ALL-STEEL EQUIPMENT INC. Aurora, 





Ilinois 


"*Q"' Quick-Clamp 
available in RACO 
switch or outlet boxes 


Cable moves freely 
into clamp and is 
gripped tightly 


To back-off cable 
reiease clamp pressure 
with screwdriver 
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ANACONDA OFFERS ONE 
CONTROL CABLE FOR PRACTICALLY 
ALL 600-VOLT APPLICATIONS: 
ANACONDA THERMOPLASTIC 
20-10 CONTROL CABLE! 


Polyethylene—Densheath* (PVC) 


construction provides superior fea- 


tures, makes possible new econo- 
mies and improved service through 


standardization. 


Anaconda—after testing a wide range of designs 
— recommends 20-10 Control Cable as today S 
superior all-purpose thermoplastic cable for 
600-volt service. Here is a standard control 
cable for practically every 600 volt application 
—one that simplifies your ordering and stocking 
and makes possible new economies in time and 
money for your customers. 

Anaconda 20-10 Control Cable has been de- 


signed to meet all the exacting requirements for 


ASK THE MAN FROM 


ANACONDA 


FOR 20-10 CONTROL CABLE 
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the highest quality control cable. Each conduc 
tor is insulated with 20 mils of poly thvlene 
then covered with 10 mils of Densheath ( PV¢ 
Phis construction combines the full IPCEA rec 
ommended insulation thickness (30 mils for 600 
volts ) with the flame retardance, excellent color 
coding and abrasion-resistance of PV 

This composite design results in a control 
cable that can be used in virtually all 600-volt 
contro] applications It can be installed aerialh 
in conduits, trays or ducts, and directly buried 

For 1000-volt rating, this same design is rec 
ommended, with the thickness of Polvethylenc 
and Densheath (PV¢ 
mils respectively. 

Write tor descriptive bulletin DM-5844 for 
complete technical details on Anaconda 20-10 
Control Cable. Anaconda Wire & Cable Com 


pany 25 Broadwav. New York 4. New Yorl 


increased to 30 and 15 


ANACONDA WIRE & CABLE COMPANY 
25 Broadway, New York 4, New York 


Name 
Company 
Address 


City 





, Rodale 


Still the easiest operating switch on the market. 


Sold only through electrical wholesalers. ? my 
Or for further information and prices : : 
: ees 3 manufacturing co., inc. 
vrite Rodale direct... Wedele : 


dept. W6 emmaus, pa. 
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Smooth, comfortable illumination creates inviting P 
appearance in store. Power-Lux installation provides 


over 200 footcandle s using 12? Pou er Groove lamps 


Over 200 footcandlies with Power Groove 


New LPI Power-Lux luminaire for stores Power-Lux luminaire 
has been engineered for comfortable eer bien wide; and 
brightness using Power Groove lamps wien ei de 
lighting level 
Power Groove lamps are ideal for lighting stores when 


re-lighting applications, | 
used with the new Power-Lux luminaire just introduced 


Lichti | ; | O I LPIP simply replace present fixturs 
by Lighting Products In ne economical L ower 
. increases in illumination, Get complete data on this new 
Lux with Power Groove lamps does the job of thre« ate . 
; luminaire write today for LPI’s Power-Lux Bulletin 
conventional fixtures with slimline lamps. This lowet 


the cost of lighting installations as well as the cost pet 
Light ng Product: r r ; 1 +} 
delivered lumen eG .acoesenpintads 


The very high light output ol Powe! C,roove lamps FLUOR ESCENT 
is controlled by LPI’s exclusive parabolic louvres to pro- LIGHTING 


vide high footcandle levels with comfortable brightne 








This is a distributor. 


“Resular contact and alertness 
to the customer’s needs 


sold this installation? 


Meet James L. Warner 
Sales Engineer for 
McCaffery Company 
of South Bend, Indi 
ana, whose regular 
calls and reputation 
for service won a dou 
hle order for Fire Pro 
tection Systems at 
Notre Dame 


“IT make regular visits to Notre Dame. I’ve been stopping by their Mainte 
nance Department at 9:00 every Friday for the past four years. We do quite a 
bit of work with them. It was during one of these routine calls that I heard 
about the University’s interest in additional fire protection equipment. When 
I suggested Edwards systems they were definitely interested, because they 
already had other Edwards equipment on the campus and it had proven 
highly satisfactory.” 


“I called in the local Edwards Technical Representative and together with 
Les Hitchner, Notre Dame’s Electrical Shop Foreman, we went over the 
buildings and laid out zones and planned installations. Soon after submitting 
our proposal we got the order.” 

Boh Romber t/ I ids Technical Repre 


(center) and Les Hitchner repare 
Fire Alarm Svstem to protect N 
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rime alLane §=6BOARD 


Les Hitchner said, “Ease of installation 
means a lot to me. I really appreciate 
close contact with the distributor and, 
through him, with the manufacture! 

Les has found, as many others have, 
that the McCaffery and Edwards team 
can be depended upon for any help 


needed — during installation and late! 
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Chiet” is in charge of fire 
tection activities at the University. The 
fire protection system installation pro 
gram was begun on his instigation at 
represents a continuing 
Protection of all buildings is the ult 
mate goal. “Edwards signaling 


tems have beer. in use at Notre D 


for many years. The simplicity of the 


AMVAD installation such as the on 
planned by Jim Warner and Mr. Ron 
berg is appealing to all prospect 
customers. Any competent el 
can put it in and it doesn't requ 
volved wiring and extensive 

of existing facilities importan 

in this application. Close contact 


with the distributor, such as McCatfery 


Company ) I ae Notre Dam 


Jim Warne! 
ing this job mo 
sideration. “We a 


that me 


maintenance 


irise. Price w 


Here’s the type installation 
Jim Warner sold Notre Dame 


EDWARDS AMVAD 
AUTOMATIC 

FIRE ALARM 
SYSTEM 


Completely automat 
manual stations for 24-h 


combined wit 
iw protection. Uf 
erates regardies: power failures 
evacuation signal, indicates | 
at a central pc 
muni ipal fire 


Fully supervised 


These popular systems round out 
the institutional line of Edwards 
Fire Alarm Systems. 


Edwards Type CCVA. Sin 
system, sounds an eva 
Ideal for smaller building 


Edwards Type SSAMR. 
sound four or six rounds 


istinctive alarm signa 


Edwards Type SSAM. City 
sounds a coded gnal wit 
and a i pa 


; 


entirely automa ally 


Edwards Type SSA. for 


coded signa 


renut nr 
eputatior 


NTROL « 








Porter Vinyl Tape has been tested to meet the tough 
Westinghouse specification for use in new refrigerator- 


® freezer combinations, and has received unqualified 
Ce VINYL TAPE approval on every point. 


Westinghouse rated tapes on the following points 
Breaking strength *« Adhesion « Low- and high 
temperature properties ¢« Staining « Moisture-resist- 
ance « Elongation « Odor « Dielectric strength « 
Effect on polystyrene—and Porter met the spec’s 
on every count! 


| Special new winding and slitting techniques keep 

U lifi d | Porter Vinyl Tape from telescoping on the roll, and 
nqua ie approva help save space in tight spots where compact winding 

is essential. Another feature is its self-extinguishing 


by Westinghouse property —it will not support combustion. 


Get complete information by writing Thern 





Refrigeration Division! | none Mt Me ace Conseny, fac, Tones & 


Comly Sts., Philads Iphia 24, Pa. 


THERMOID DIVISION H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubbe t Products— THERMOID DIVISION: Electrical Equipment—DELTA-STAR ELECTRIC DIVISI 
ppe ! Alloys — RIVER E-A Y META VISION: Refractories— REFRACTORIES DIVISION. Electric Furnace Steel —CONNORS STEEI 
IVISION: Fabricated f j i DIV! 1 FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION 

I” Wire {1 Cable Nepcoduct’’ Syste H K. PORTER COMPANY (CANADA LTI 
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NEWS FOR THE INDUSTRY 





Ist Quarter Economic Report 


® Outlook on business—earnings top ‘58 level by 53%. 
Trend expected to continue for a record year. 


¢ Impending steel strike expected to slowdown rising 
trend. But gains expected to continue. 


e Tax revenue picture brightens. 


Earnings for the first quarter of 
1959 have already topped the 1958 
level, and that a 
While 


period 


expectations are 
is in the making 
the clouds of the 


record year 
recession 
have passed, one dark, ominous cloud 
is foreseeable in the remaining 
strike. However, 
encouraging to note that the 


volume of the year’s business is likely 


yeal 
a threatened steel 
it Is 
to ride out the storm without 
apparent 


From. the 


any 
disaster 
McGraw 


report, 


Hill monthly 
othe! 
here's the busi 


business and trom Vari 


ous economic sources 
ness outlook 
1959 


as of the first quarte! 


e Economic activity has continued 
to expand 
consume! 


under the surge of high 
shift from 


tory liquidation to restocking by bus- 


buving, a inven 


iness firms 
both 
lustrial pl ind ea : 

Gustrial plant and equipment 


and higher investment in 


residential construction and in 


National output has been larger in 
the first high rate of 
extended. The 
National Product 


volume of 


quarter, as the 


vearend activity was 


recovery in Gross 
resulted in a current 
that 


economy 


has 


output represents a new record 


for the economists report 


Corporate Profits 


Corporate profits in the fir 


ter this year leaped to a level 53.9 

higher than in the recession-hit pet 
iod a year Moreover, the trend 
now points to a new record high in 
corporate profits for the whole year 
1959, though year-to-year per 
centage this 
likely 
This is apparently 
then 


avo 


even 


gains late! year are un 


to be as extensive as at present 


because compari 


will be made with an 
rate that 


late last veat 


sons 


Carmings Was recovering 


strongl\ 


Investment—Capital Spending 


The most important factor in 
outlook is the upturn in 


plants and 


new 


‘ \ 
the Ousiness 


expenditures for new 
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equipment, which is presently unde! 
official 
released by the U.S 


Way According to govern 


ment figures, 
Department of Commerce, in its reg 
ular report on the quarterly trend of 
capital expenditures, the trend shows 
business 


$30 


expenditures by all 
rate of 


quartel ol 


rising 
billion 
1958 to $32 


from an annual 
in the last 
billion in the second quarter of 1959 
So indications are that capital spend 
firm foundation to sup 


level of 


ing will be a 


port a rising business in the 


year ahead 


Inventories 


definitely have 
are on the upgrade 


Private inventories 


turned and now 
inventories began 


1957 ind 


fhe liquidation of 
in the final 
reached its peak rate in the first quar 
ter of 1958. In the first quarter of 
this there rise in inven- 
tories at an annual rate of $3 billion. 
shift. and if the 


inventories continues 


quarter of 


yeal Was a 


This is an extensive 
iccumulation of 
it will give great strength to the re 


covery 


Government Spending 


that 


to eliminate 


Congress Is 
any likell 
spending will 
taper off. Estimates are that expen- 
ditures in the fiscal year beginning 
July 1 will top President Eisenhower's 
recommended budget by $2 billion, 


assuring an federal 


Indications are 
taking Steps 


hood that government 


increase in the 
takings of 


least a ir to 


government s goods and 


services for at come 


State 


ported to be 


and local expenditures 
rising at the rate 
billion a year 


Meanwhile, consumer expenditures 
are reported to be rising at the annual 
than $I billion each 


rate of more 


month 


Steel—Threat To The Economy? 


With 


expenditures and 


consumer spending, capit 


government sj 


ing all moving up togethe will the 
threat of an impending strike 
cause the upward trend of the econ- 


steel 


omy to come to a stand-still? 
Though storm wa 


business volume ts » OVE 
ride the impending steel st though 
slowed adow!l Proce 


it may be 

In regard to the steel industry u 
self, the output 
high, and for 


INDOVE 90) | ( ipacil 


been at a new 


oduction 


has 
man\ VOCCK | 
has been ( 
Specifically speaking steel makers 
saw first quarter earnings soar 137.2‘: 
above a year earlier and expect an- 
other huge increase in 


the second period, Indus 


year-to-year 
vide oF 
erations were only 
pacity in the 

last vear, and 
ofa 


running at 74 


somewhat 


February and 
The 
ders pre ucl ind const 
June 30 
inventories of 
million 
the beginning of the 


essence 
steel is that b contract 


expiration date, steel 


will be six to seven tons 
higher than at 
vear—and high enough to sustain a 
strike of six to before 
many steel users feel the pinch, econ 
Econom ! I 


that steel-consumit 


seven weeks 
omists predict 
port 
have decided the 
is that there will 
Generally spe 
schedule for st 


th 


months togethe 


for suppliers 
will give th 
firm nuda 


going so 


Electrical Equipment 


Electrical manufactur- 
ers expect gains in the second quar- 
ter matching or com- 
bined 12.9°° increase of the group 
first ith 


equipment 
exceeding the 


for the quarter. Esp 
tive now al il ! 


ces 


Metals 


) H aluminum 


industry officials foresee increased 
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NATIONAL PICTURE: 


347-49=100% 
240 
220 
200 


240 


o<—"s 


Nes oe x 


INVENTORY 





% CHANGE 
Mar. ‘59 or or Mar. 56 Mar. 55 1959 §m. 1958** 


Sales 148 165 139 8 


Inventory 10} 154 136 —_— 


SALES INVENTORY 


REGIONAL PICTURE: ——— (% change (% Change) — 


From 1959 From From 
2 ee 4 ar. 58 Feb. '59 From 1958** Mar. '58 Feb. '59 





NEW ENGLAND 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL . 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 
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At Detroit’s Pavilion 
Apartments, Youngstown 
""Buckevye’’ Conduit is be ing 


attached to electrical 









a > 4 ag : 
Oceent on &=xeellence 


Youngstown “Buckeye” steel conduit 









modern-as-tomorrow PAVILION APARTMENTS, DETROIT, MICHIGAN 
OWNER 

> . . . c Lclr]8 > 

Pavilion Apartments, designed by inn ae 


architect Mies Van Der Rohe, has Metropolitan Corporation of Amer 
Chicago, Illinois 


Detroit's new, 








lifetime electrical wiring protection 





































thanks to Youngstown “Buckeye gy Ara j 
Rigid Steel Conduit Chicago, Illinois : ; 4 
Electrical systems that function im ee Pils 
properly are a bad investment. To a ee oe 7 
be sure your installations are both CONSULTING ENGINEER 
safe and efficient, always specify William Goodman . 
“"Buckeve”’ Conduit. It’s been the nD, Fae | 
consistent choice of leading archi ae a= aa i 4 
tects, contractors and building Dearborn, Michigan | 
owners over the years CONDUIT SUPPLIER 
When you specify Buckeye” ae ry ( “a ip 
Conduit, the high standards of Farmington, Michigan 
Youngstown quality, the personal : 
touch in Youngstown service will help | ] | 
you create electrical wiring systems j 
with an “accent on excellence’’. | 

| 












































Carefully selected 
Continuous Weld Pipe 






Youngstown 





Carbon, Alloy and Yoloy Stee! 


NAED Reports 


to the Industry 





PRODUCT 


PRODUCTS 


TAILORED for distributors is new HOUSEPOWER Idea Center for... 


HOUSEPOWER 
IDEA CENTER 


PRODUCT 


New Product and Profit Promotion 


i Ques 
thems« 
pond 
One 
this 


But 


VOTUTTIC 
idential market, for in 
7) million homes to 


trical modern 


ries 
lighting nis residential 
market | ite of only | 

' 


pet ent 


million 


sidential 1 iring 
Ob otters 


sell pr 


pportun ty Tor you to 
ecialty items which 
ou Sure i 
tandard 
itrance 

con 


iclol 


itive wall plate mercury 


ind silent switches in all the new 


shapes modern lighting, outdoor 


veatherproot outlets, fans and many 


m prot items which Vou 
blic has a pted all of these 


HOUSI 


build 


products and mor hrough 


POWER 


yvubly 
publ 


These igns are 


demat r the very prod 


the distributor depends on tor 


make 
= 


Sense 


Doesn't it 
the electrical distri 


veeten 


HOUSEPOWER as a means of pr 
moting and selling more of the pri 


which he 


r \ 1 t ly 
up nis own pot t 


ucts trom make the 
best profit? 
NAED 
Wiring Bureau, has 
which makes isV for 
do just that. The heart of this 


is the HOUSEPOWER Idea 


(pictured above) 


National 


pro 


vOrking with 
developed a 
gram you to 


nro 
pr 


display is mo 

It does in 
liter 
mats, news of na 
HOUSEPOWER 


the cente! 


idea center 
than just a literature rack 
consume! 


clude a dispenser for 


ture idvertising 
tional ind local 
campaigns, and so on. But 
is more than that 

The HOUSEPOWER 


vill help more 


Ide i Center 


you sell high-profit 





The purpose of this report is to 
keep our 12,000-plus readers ap 
prised on NAED's program of 
service to members and the in- 
dustry. Prepared by NAED's 
staff, it presents the association’s 
thinking on many subjects. 





residential wiring products because it 


dramatizes to your contractor cus- 
tomers the pront possibilities offered 
by specialty when HOUSI 
POWER sales and promotion tools are 


them 


devices 


used to sell 
Notice how the flags 
HOL SEP¢ Wt R Salesmaker 


ittention to the 


reading 
direct 
products you want 
Along with this, the 
your company as headquar 
HOUSEPOWER 
promotion ideas. By displaying prod 
HOUSEPOWER 


Omotion tools you 


to push display 
identifies 
ters for product 


ucts together vith 


idvertising and pr 


help contractors move these products 
into 
kind 
need 


Ihe HOUSEPOWER 


makes it eas for oO Lo 


residential wiring 


Of marku] 


ice to your customers 

time you display 
Contractors 

that will help 

ful ind profitable 


need product informati 


motuonal guidance 
ind install more of 
Want to push What 
for them to come 

their questions tl 
distributor? 


The HOI 


program 


SEPOWER 


offer this 


tomers. It p 

ol nformation 
promoto! 

order 


Most impor 


ins of 
rials 
them to apply sn 
to HOUSEPOWER job 
The HOUSEPOWER 


offers vou a mea of di 


he Ips 


products in 
crease your 
because it 
mendous 
market wh 
class 

The setup 
is Only one of 
ments which can from tl 
HOUSEPOWER Ide 
NAED is making this 


! iad Ww 
Center package 
YaACK iVe a iil 
And the Na 


contributing 


able to members 
Wiring Bureau ts 


1 basic supply o 


tional 
omotion material 
ind other items h you get your 
HOUSEPOWER 

road. Here’s wha 

Center kit 

The displa two lit 

iture racks HOUSI! 


POWER Sales I lags for us 


page 96 
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totally new! inspired design! 


VISITRON and REGULA...2 versatile luminaires 
in the new Curtis Designer Group 


D .. DESIGNER GROUP 





CONDUIT QUIPS | New Products insulated Wire 


Continued from page 12 New resin insulation preserves high 
temperature wire 
Motors Wire and cable now available for 


Random-wound motors sealed with continuous 


ervice 200 deg C. with 
silicone compound insulation Teflon FEP  fluoroc yn resin 


' .. 5 h rater 
First line of random-wound motors in has hig cnarateris 
vith sealed silicone compound insula tics Over wid ing oF temperatures, 


“Poly maket ivs. @ Tensolite Insulated 
Wire Co., Inc., Tarrytown, N. Y. 


tion system now available. New 
eal” winding protect 
ft application for oper 

Can be used 1 Wel or corrosive 


Control 


New automatic engine starting 


Insulation is liquid’ forced 


through and around stator windings 
it room tempertaure to form seal, re control for generating sets 
sults in thin, water-proof coating that Starting controls d 
bonds tightly but still allows good heat 
transfer. e General Electric, Small A. 

| C. Motor & Generator dept., Sche- 


nectady, N. Y. 


| . n utoma 

Converting Systems > gs nea ae 
Motor-generator unit is completely e Automatic Switch Co.. Florham 

housed Park, N. J. 

Completels 


vertl 


Heater 
, + is J : nf Provides low heat 
md 3-3-1 6] ee OT- 1-4 10/208-v. 3 pha wire, 400 posed fuel fines 


revolving Miniature 


att iilate f a a a cet ages | 


yp] 7 ' 
supplied lifficulties 


Here are Conduit E.M.T. | einai, Gielecle “aieemi. Blade 
couplings and connectors ° | generator momated on sinek 
designed to meet the highest | shaft. ¢ Kato Engineering Co., Man- 
demands of the electrical | kato, Minn. ' 12 shu 
industry. Integral ribs are down. Rated 40 ¢ Vulcan 
pressure cast in the fitting to Contacts Electric Co., Danvers, Mass. 
a-TelViet-molelL a@-lalem Comelh a 
maximum strength and good multipole relays Oven Hood 

appearance. Internal surfaces ” Sg ae ae ED Features exhaust blower and re- 
are smooth and free of burrs. 

Write for Free Catalog ! Contacts are enclosed | woods and 


ic DOTeak 


Low power contacts for use with 


movable filter 


im low LOW circuit now avallable 


E.M. T. “Staked"’ Set Screw Fittings zn allows 
how powell 
cu with same elay e Ward 
Leonard Electric Co., Mount Vernon, 
N. Y. 
UL appr e Berns Air 
. Corp., Chicago 18, Hl. 
Fixtures 
Four new types of wall mounted 
Controllers 
Available in fixed or adjustable 


ratio models 


fixtures announced 


1 
ed 


hnxtures I 
tllabl Acct rd 
the new 
units with 
fluores 
llumination 


hob-nail 


e f i 1 nk ! 
. a . hastic rs ind ) improved 
ust Conduit Fittings Ve ion of é mtained unit vhich erat I ] C 
than l-in deep Alkco Mfg. Automatic Devices Co., Inc., Western 


DIVISION OF U.S. INDUSTRIES, INC les 
38 | ¢ ‘o., Chicago 18, ‘ Springs, Il. 
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¥ 
. 


POLICY 


LET’S TALK PROFIT OPPORTUNITIES 


NEW; pA Be BS ee Od FY | te Te) fo) ae Orel alige) 
offers ONE-TWO PROFIT PUNCH 


Complete Line of Low Voltage Control Money-Making Franchising Practices 
This new line of Size 0 to 4 Allis-Chalmers control Allis-Chalmers recognizes that offering a top quality 
includes a full range of standard, special design and product is only the foundation upon which n 
accessory devices to meet the needs of most industrial profits are built. That’s why an Allis-Chalme franchise 
commercial and domestic motor control applications includes these additional profit-making val 


iximum 


Minimum Inventory Requirements @ Direct assistance in specialized sa ind engineering 
Flexible, unitized design permits fast, inexpensive modifi- application 
cation in the field, with minimum inventory requirements 
In addition, fast delivery from regional warehouses and 
factory keeps your inventory requirements down 


Unsurpassed Mechanical and Electrical Life 
Millions of “life test’? operations attest to quality of 
design and construction — guarantee your customers un 
surpassed dependability and operating life 


Complete Control Line 
With an Allis-Chalmers franchise, you have the advan 
tage of a complete line of industrial control — low voltage Diversifie 
equipment through Size 8, high voltage control, de con plier 
trol, special devices and control systems station 


ind natior 


Let’s talk it over. Profitable opportuniti« 
tion, call your nearby A-C district office o1 
Distributor Sales Promotion, Milwaukee 1, Wi 


ALLIS-CHALMERS 





WHAT'S NEW WITH YOUR CUSTOMERS 








These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop 
ments and trends reported in 
the operation of two of your big- 
gest customers—electrical con- 
tractors and plant electrical men. 











Case Study In Electric 
Home Heating 
Modernization 


Is ii possible for electric heat to be 


idapted to an existing home in a 
?00 degree day area where residen- 
tial electric rates offer litthe induce- 
utihzation? A New 
Edward J Albert 


firmly believes the 


ment to high 
contractor 
ol West Orange 


Jersey 
asset of electric heating over fuel 
fired systems are important enough to 
offset such adverse conditions 

Albert converted his heating system 
in his 35-year-old house, from a one 


pipe steam installation to a radiant 
baseboard arrangement 
Betore 


home 


attempting to convert his 
Albert was reminded that the 
nnual degree days for his area av- 
S200; that temperatures 
freezing 


March; that 


cents per kwh 


r below. the 


vember to 


ind that a de 
per month was in 
used in excess Of 
is measured in successive halt 
hour intervals 
Neverthele Albert 


hi 11.380-cu ft 


designed a sys 
home. He 
Wallage fre 


figured quivalent 


quirements rooms considering 
’ nsmission factors and tnsu 
lation storm sash and doors, 
rock-wool bats between attic joursts 
on basement ceilings 
ll blown tn walls 
dictated 


the installation o $} kw of resistance 


e Procedure— [his process 


heating altho in order to include 
factor and provide 
throughout the house 


nerea ed 


the Albert's 


iting vstem includes I5 


Design nstalled 


baseboard 
ections of varying lengths and vary 


itings (ranging from 750 to 0) 


They rr placed ulong exteriol 


walls; however interior-wall sections 
also have been placed opposite exte 
rior doors (to counter-balance in- 
air), in the kitchen 


(where exterior walls are occupied by 


rushes of cold 
in-built cabinets, sink, range, disposal 
unit, etc) and in one corner of the 
living room 

Albert employed a system of thermo 
controls to prevent the house 
night. He 
decided to set all thermostats for 70 


static 


from chilling down each 


maintain that tem 
both night and 


degrees and to 
perature constantly, 
day 

Albert pointed out many 
of using radiant heating 


advantages 
Since metal 
heating elements are 
heat 1s 


as well as being 


enclosures for 
vented at top and bottom, 
convected upwards 
radiated outwards This results in 
gentle circulation of air and a min- 
imum variation of temperatures be 
tween floor and ceiling 

Also, radiant 


compact in design and can be either 


since baseboards are 


surface-mounted or semi-recessed 
they are easy to install and they oc 
cupy litthke room 

Metal enclosures also result in the 
elimination of bulky radiators, there- 
by permitting freedom for furniture 
And, with 
thermostatic controls on each section, 
multi-zone heat permits 


arrangements separate 
regulation 


separate rooms (Or even separate 
areas within those rooms) to be heat 


ed to exact personal desires 


Circuit Breaker Electrical 
Code Problem 


The use of the conventional branch 
circuit circuit breaker in connection 


with electric motor wiring often 


raises questions concerning the ap 
plicable code reference and intent 
One of the 
tions follow 
Are conventional branch-circuit 
breakers recognized for over-current 
protection of branch circuits serving 
motor loads? 


more common ques 


Circuit breakers are recognized as an 


overcurrent device suitable for the 


protection of conductors as covered 
by Code Section 2403 b and c¢ They 
are also recognized for the protec 
tion of motor branch circuit conduc 
tors as covered by Section 4342. They 
listed by 


Laboratories as suitable for the pro 


are likewise Underwriters 


tection of motor branch circuits 
They can be used for this purpose 
since they satisfy the fundamental ot 


protection expressed by Section 2401 








NEW PRODUCT NEWS 


ew 200 Amp 
“MP” 
oad Centers 


20 to 40 Circuits 


MAIN LUGS — SINGLE PHASE 
20, 24, 30 & 40 CIRCUITS , 


Also available 
in 100, 125 & 150 
amp ratings 





2 fully magnetic DP 
breaker mains (installed 

ntrol 2 separate and 
equa! sections 


DOUBLE MAIN — SPLIT BUS 
24 & 32 CIRCUITS 


Today’s modern electrical living 
means increasingly more 200 am- 
pere installations. 

To help meet this need, Murray 
now introduces these new 200 amp 
“MP” load centers — further round- 
ing out its broad line of boxes for 
residential installation. 

Load centers contain U.L.-ap- 
proved connectors for copper and 
aluminum conductors, neutrals on 
top near main lugs, adjustments for 
flush mounting. 

Doors are available on all models 
and provision made for locks. Shal- 
low box construction helps make 
neat installations. 

Make sure you use “MP” fully 
magnetic circuit breakers with these 
new boxes — best protection for you 
and your customers. 

“MP” breakers and 200 amp load 
centers are at your Murray whole- 
saler’s. Ask for them. Murray Man- 
ufacturing Corp., 1250 Atlantic 
Avenue, Brooklyn, N. Y. 


NEW MURRAY CATALOG “"'60"' READY NOW 
- SEND FOR YOUR COPY 
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OF li ley-lel <> 


eating into 
profits ? 


... Starve ‘em out with Murray “MP” breakers, 


fully magnetic—no 


Plus Full Selection 
Of Boxes To Fit Any Job! 


Main ] eaker dis- 

id three phase, 
Be 
} 
la 


ts xe 
p, p 


U. L.-approved 


opper or 


ste) 


al imi 
shallow box c n- 

No Other Quality Breaker 

Can Match These Features! 

“—_" 


breakers give y¢ 


thermal element! 





LY MAGNETIC Me BREAKER 


= 
= 


ot 
\ 


1899 
1959 


TH YEAR 


imitated 
but never 


equalied 











INDIVIDUAL PROTECTION STATIONS 


@ 
S @ 


SAFELETS 


now available with a wide variety of 
receptacles and circuit breaker ratings 


The Heinemann Safelet is a compact unit that neatly com- 
bines circuit-breaker safety with plug-in convenience. It has 
hundreds of applications, can be used for the individual pro- 
tection of power tools, fractional horsepower motors and 
almost all general appliances. 

Now you can have the Safelet with any of a large number 
of receptacles, single and duplex, in twist-lock, polarized, “T” 
slot and other styles. 

And now you can have a wide choice of circuit breaker 
ratings: from 6 to 50 amperes, at the most commonly used 
a-c and d-c voltages. 

The Safelet enclosure is made of 16-gauge steel with an 
attractive grey hammertone finish. Units are available for 
either flush or surface mounting. 

Of course, the circuit breakers used are Heinemann 
breakers . . . long accepted by the electrical industry as the 
standard of performance. 


For full details, send for Bulletin 1000. 


ELECTRIC COMPANY 


152 Plum Street Trenton 2, N. J. 


NAED Reports... 
Continued from page 90 


with the products you want to feature. 

Ihen, through the courtesy of the 
NWB, each package will contain 25 
copies each of current HOUSEPOW- 
ER advertising proofs, the latest cam- 
paign guide for electrical contrac- 
tors, three consumer folders, ad mat 
proof sheets, estimate proposal forms 
and promotion idea guides. 

In addition, the Bureau is includ- 
ing a supply of postcards which you 
can mail to your manufacturer sup- 
pliers requesting special product liter- 
ature that can be used in the Idea 
Center. Also, a supply of order forms 
your contractor customers can use for 
ordering promotion literature and a 
copy of the Bureau’s catalog of pro- 
motion material 

When you get your HOUSEPOW- 
FR Idea Center kit, here’s all you 
have to do 

First, explain this program to your 
own people—inside and outside sales- 
men, countermen and others who 
have contact with customers. Ex- 
plain the use of the display and the 
means it gives the company and your 
salesmen the opportunity to push 
those high mark-up items off your 
shelves. Explain how the company’s 
volume and their own will increase 
when they help contractors sell more 
and bigger HOUSEPOWER jobs 
not forgetting how this kind of serv- 
ice will go far toward increasing yout 
salesmen’s prestige in the minds of 
their customers 

Then don’t delay in getting the 
HOUSEPOWER Idea Center display 
set up at the city counter and else- 
where in your company where cus 
tomer traffic is heavy. Select those 
high-profit specialty items which go 
into a residential installation and dis- 
play them in the Idea Center. Don't 
overlook displaying installation tools 
which help make it easier for con- 
tractors to install residential wiring 
jobs. Then stock the literature dis 
penser with the items in your 
HOUSEPOWER Idea package and 
add product literature obtained from 
manufacturers 

Then get ready for more sales of 
those high-profit items. Remember, 
the HOUSEPOWER market repre 
sents brand new business—business 
which you are not getting now. It’s 
ready and waiting for those who are 
willing to go after it 

To order your HOUSI POWER 
Idea Center package, write now to 
NAED or to the National Wiring Bu- 
reau, 155 East 44th Street, New York 
17. Don’t wait any longer to get into 
this lucrative HOUSEPOWER busi 


ness 
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of 
the 
four 
major 


brands 
of 
lamps 


CHAMPION 
stands out for 
VALUE 


Millions of lamps a year... 
one plant standard of quality 
control... Champion has one 
aim in mind .. . lamps that 
convert electric current into 
light at lowest overall cost... 
an invaluable sales asset for 
Champion Distributors. 


CHAMPION LAMP WORKS, Lynn, Mass. 














I 
Incandescent Fluorescent 


Your best buy in lamps 
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Latrobe 
Electrical 


Products 
“TRU-LEVEL’ 


fully 
: Adjustable 


| FLOOR 
BOX 


The No. 190 ''Tru-Level s a fully adj 
able, 4° galvanized 

box, with a 3! 2 opening, large enough for 
the hand to fit into. This enables the insid 
attachment of conduit, without removing the 


ctagon watertight ‘oor 


box body cover 


A /> 
2'"/o" long screw legs make for quick and 


threaded adjusting-ring and three 


easy tru-leveling A rubber collar protects 
thread A set screw 


locking-ir f the top adjustment 


the adjusting ring 
permits 
$serr bly 


Tw ' and tw 4 K O's in sides a 
three '/2 and two 3/2 K O's in bottom 


Write for complete specifications 


“Latrobe” 
Pipe or Conduit 
Clamp 


This clamp is made 
with ad 
safety bite 
nharaqened 
steel. Twe m< 
Right Angie ¢ 
the Parallel s Fac del comes ir 
zes to handle pipe r ¢ ui 9 thru < 


Insulator Supports 


Malleable ron clamps f 


high strength 


; tensile 


sizes to fit all stand 


Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes——Cover Plates 
Junction Boxes—Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports—Fish Wire 
Staple and Cable Clips 


Sales Representatives in all principal Cities 


Pullman 


Manufacturing ©o. 


12709-1215 JEFFERSON 


LATROBE. PA. 


ee 2 


ARNOLD ROSS, promotional sales 
ys small businessman is being 
et 





i Se 


manager, U. S. Electrica In 


“squeezed” out of business by a n fair trade” 


Distributor Speaks Out On ‘Fair Trade” 


Supports legislation to establish fixed prices for the ‘protection 


of the industry’. 


HE United States House of Repre- 
Committee 
has a bill designed to establish a “tau 
market The bill, called the 
Bill”, make it il- 
any retailer to sell a product 


sentatives Commerce 


trade 
Harris 


legal for 


would 


for a price below that set by its 


manufacturer thereby establishing a 
fair trade price. Proponents of fat 
trade say the bill is necessary for the 
protection of the small businessman 
and the consume! while those op- 
posed to such legislation say it 1s de- 
signed to “soak the consumer.” The 
New York Times in a recent editorial 
opposed the passage of the Harris 
Bill as a “radical piece of legislation.” 

Arnold Ross, of U.S 


Supply Co., Inc., New 


Electrical 
York City 
electrical wholesale distributors re 


tuted the 
to the editor 


limes” editorial in a lettei 
which was pubilshed by 
the newspaper. For a further expla- 
nation of One distributor’s outlook on 
fair trade the following may be of 
interest 

Here ire the questions EW 
Arnold Ross, 
iver for | S 
Inc. regarding the distributor's view- 


asked 
promotional sales man 


Electrical Supply Co., 


pomt on the fair trade tssue 


Q. Why do you feel that a fair 
trade law is necessary? 
A. “Fair 


necessary,” 


trade type legislation ts 
replied Ross iS means 
of the protection for the small busi 
bulkwark 


by outlets using 


nessman, and = as against 


unrealistic pricing 


loss leadet type idvertising.’ 


Q. Opponents to “fair trade” con- 
tend that it restricts the consumer's 
buying power, and forces him to pay 
established prices set by law, which 
would probably result in federal con- 
trol over manufacturers’ prices. How 
do you feel about this contention? 

A. In reply to this question, Ross 
said fair trade does not deprive the 
consumer of the opportunity to pur 
chase items at lowest prices A fa 
market 


between 


trade law allows for a free 


with open competition 
similar brands”, Ross said. He stated 
that tederal 


turer’s prices is not expected 


control over manufac 
since it 
hasn't happened in the past where fair 


trade was in effect 

Q. Would a fair trade law make 
it possible for a manufacturer to set 
an unreasonably high price for his 
merchandise? 
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The best! 








Power Cables 
rubber insulated 


Telephone Power Cables, 
Cables varnished cambric 
insulated 


YOU’RE KNOWN 
BY THE “COMPANIES 
YOU KEEP” 


...and you just can’t 
do better than 


ROEBLING 


June, 1959—ELECTRICAL WHOLESALING 


\\ iy 


Building Wires 
and Cable 


Your customers (mor 
being pre-sold on deper 
Cable. For two simple 
Cable is being used 
portant installat 
month goes by w 


Roebling product o1 


ions 


These are s ; 


UTOCSSIVE GNA ¢ ; 


Most evervbody k 
Its unexcelled in ever 
service IS eq illy ta 
your customers get 
moreovel vives VOl 


demand that cor 
Your custome i 
day trom Roebling 
hard in the area of th 
to sell the Roeb 
aboard soon as aR 
Just write. Or, better 


John A. Roebling’s S« ns ( 
ROE BLING «a 


weitere 


99 


he 





COUNTON 
SHURE-SET 


~“ 


light-fastening tool _ 
focused on 
repeat business 


This new and different Shure-Set” fastening tool 


is keyed to the high repeat volume of the booming 


construction market. Every carpenter, electrician 
plumber and craftsman needs Shure-Set to faste 
into concrete, mortar or building block nique 
hammer-powered Shure-Set will bring customers 


back again and again for hundreds and thousands 


of specially-designed Shure-Set Fastener: 


20 tie-in with the terrific new Shure-Set tool 

a real foothold in the profitable fastening bu: 

It will be worth your time to contact us today 
tor details on profit possibilites with Shure-Set 


/ hammer 


udes Ramset powder-actuated 
fastening, and Ringblaster heavy-duty kiln gun 


we MATH, 


: Shure-Set’: 


‘ec 
“a, one 


WINCHESTER-V 
189-F 38EREA 


n 


2. | like to point that an 
item can be fair traded by a manu 
facturer only when that item is sold 
in open competition with — similar 
items made by other manufacturers 
So long as the law is specific on this 
point and the consumer retains the 
right to choose between competing 
brands, the only efl fair trade 
system can have i w wide dis 
tribution for branded merchandise at 
the lowest prices commensurate with 
sound business practice.” 

Ross noted that since operating 
without fair trade protection, the cost 
of living index has remain unchanged 
Therefore, he said, the consumer is 
on the average till paying the same 


for the product he 


Q. What has resulted from a lack 
of “fair trade,” and so-called “un- 
realistic” prices? 

_* “We, as Wholesak distributors, 
have been operating for the past 
year under conditions without fair 
trade legislation ‘ result any price 
reduction to the nsumer as come 
from the deal and the distributor 
not the mant cturel esult of 

unrealistic 7 g s added 
most dealers ju refrain from push 

the line anymore he natural 
result of a nonfair trade economy is 
gradual conc 
few hands 
tion in Over Volume 
istrong Congressional 
legisla 


been given the proposed 
tion by Senator Hubert imphrey 
of Minnesota all ade benefits 
the retailer and \ ile! the Min 
nesota Democra il “DY placing 
him on the same ting with 
other retailers 
same branded o 
ucts Mk SI 
gin of profit 
fair return 

According to Ross, the following 
has resulted among distributors and 
small businessmen due to lack of 
“fair trade” legislation: 

e Gradual concent! 


few hands 

e Dwindlin 

e Dwindling 
Nutors 

e Steps 
this lack 
tribution 
tories 

Many opponer 
to it as unt 
mark-up in pr 
oss his opinior 
lowing was his | 

“A fair trade system allows wide 
distribution for branded merchandise 
at the lowest prices commensurate 
with sound business practice. It al- 
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KRALOY PVC CONDUIT IN THE ELECTRICAL FIELD 


 KRALOY 
HIGH IMPACT PVC CONDUIT 


PROVIDES TESTED, PROVEN DEPENDABILITY 


Quality protection by continuous laboratory contro/ 
enables Kraloy PVC conduit to meet 
the highest standards of the electrical field 


KRALOY introduces an entire 
luit efficiency that provides saie;ry, lependability low 
cost and enduring life rid testing and inspection of 


KRALOY PVC (Polyvinyl! Chloride nduit opens the 


cone 


door for today’s most modern, eco crouble-tree 


applications ot conduit ror the ele 


Note the matchless features of Kraloy PVC conduit 
NO Rusting will NOT Support Combustion 


NO Pitting Strong...Permanent 
NO Corrosion Needs NO paint 


Will NOT 


eS au NO Condensation NO Coating, NO Lining 


~ 


KRALOY 1S f 


~-RALO ’ Onduit is precision extruded trom INOW YOu ¢ 
KRALoY PVC Cond led { Now you 


| 


’ ’ : ] 
basic compounds ideally suited to electrical needs 


sate electrical cond 
Engineered to the most exacting specifications and specify KRALOY 
produced under rigid quality control, KRALOY PV(¢ IS CaS Instatic 


Conduit is unexcelled for both communications and : 
For complete details at Linfort 1Or write for brochure 


on Electrical Conduit—Kraloy Plastic Pipe Co., Inc., 
Dept. EW-6, 4720 East Washington Blvd., Los 


Angeles 22, California 


power applications A trial installation of KRALOY 


PVC Conduit proves its unequalled efficiency 


KRALOY PVC Conduit 
is sold only through wholesale 


electrical supply houses NOTHING PIPES LIKE a4 RALO ¥ 
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guarantee and 
livery from ne 


} 


idi® 


1p 


dising and advertising. All pr 


Laboratories appro 


Reel 





juctive merchan 


ier writer 2 


_.. FIRST NAME IN AUTOMATIC CORD CONTROL REELS 
17th and indiana Avenue, Philadelphia 32, Pennsylvania 


lows just enough mark-up for the dis- 
tributor and just enough for the re- 
tailer. Fair trade does not deprive the 
consumer of his ability to purchase 
whichever brand of equivalent quality 
reaches the retail counter at the low- 
est price.” 

In conclusion, EW asked Ross it 
the Harris Bill would be 
the solution to the problem 


passage ol 


Q. Would the passage of the 
Harris Bill solve the problem facing 
the distributor and small retailer? 


A. “Passage of the 


enable the 


Harris Bill 
and the small 
and 


will 
distributor 
retailer to remain in_ business 
fulfill 


functions in the 


continue’ to their mecessary 


economy. It 1s im 


possible to maintain our country’s 
vast system of distribution without a 


mass system of retail outlets making 
all types of 
vailable to 

at a 


allow the d 


times and 


fair pr law will 


without 


perale 


untall 


compe 





Orders Rise In 

Electrical Equipment 
NEW YORK — Electrical 
manufacturers report new orders, pat 
ticularly 


rapid 


equipment 


from utilities, are rising at 


rate 


Contrastingly, a year ago, orders 


for turbine generators, heavy switch 


gear and transformers, and othe! 


heavy were 
fast pace 


Presently, 


equipment declining at a 


however, orders are climb- 


ing steadily, and pricing has recovered 


almost completely, most electrical 
equipment 
Steam 


this 


manufacturers report 
ved so far 


those 
a spokesman 


turbine orders rece 
almost 


1958 


Veal 


received in 


equal all ot 
SaVS 
for General Electric Co.’s large steam 
tment 


turbine generator depat 


Orders, pat switch gear 
are coming 

last year they 
W. M. Scott 


Circuit Breaker 


reasing 


‘58 Loss Year 


booked last Veal D\ 
fell 


boosting 


Orders manu 


facturers sharply because utilities 


I 
I 
y 
veoneratine 


Capacity 
Sales ol 
higher 


were 


heavily during 


recession 


electric ene! 1958 were 


than in 1957 { he mcrease Was 


well below tl , previous Veakrs 


However. this ve: orders won't ap 


ear in financial statements until sales 


actually billed, two or three years 


from now 


ELECTRICAL WHOLESALING—June, 1959 





BUY 
VACU-BREAK 


There’s a big difference in safety switche i difference 
between maximum safety and halfway safety—low 
maintenance and excessive maintenance. These differ- 
ences are readily app irent when you look at the design 
ind operation of the BullDog Vacu-Break Cl impmatic” 


Safety Switch 


/ 
THE VACU-BREAK: Contacts are housed inside compact ( a 
arc chambers which have very little air space. When 


contacts are “broken” under load, arcs can’t build up * 
because of the lack of oxygen. Pitting and burning of | 4 MOVABLE CONTACT SLUG 


the contacts are reduced to the absolute minimum. 


CLAMPMATIC SPRING 


Maintenance is virtually eliminated 

CENTER INSULATING BARRIER 
POSITIVE SWITCHING: For positive safety, the Vacu 
Break switching mechanism does not rely on tricky 
toggles or springs to trigger the disconnect operation. STATIONARY LOAD SIDE JAW 
The operating handle is directly connected to the con- 


tact heads by means of a sturdy metal rod. Push the STATIONARY LINE SIDE JAW 


handle ‘‘¢ )FF”’ and the switch is off! 


Vacu-Break heads are conne ctly e switch handle. No toggles 

r triggers no tricky springs. No danger of switching failure, either 

everal exclusive BullDog Vacu-Break features that set the 
standards for the industr 





WITHSTAND 100,000 AMP FAULT CURRENT 
Clampmatic switche 
type Amp-Trap 


short circuit curre 


pP 
Vacu-Bre 


no more 


BULLDOG ELECTRIC PRODUCTS DIVISION 
I-T-E CIRCUIT BREAKER COMPANY 


BOX 177 ¢ DETROIT 32. MICHIGAN 


® 
in Canada: 80 Clayson Rd., Toronto 15 t. Export Divis 13 East 400 

















around 


longer! 


Slick-sticking Chase Friction, 
Rubber, Plastic, Neoprene and Butyl 
Tapes hold fast even under toughest 
conditions. Modern Saran Wrap 
packaging keeps every roll factory 
fresh permits full stocking to 
meet your customers’ complete needs 


Order a profit-making supply today 


Chase & Sons Inc., 26 Spruce 
Street, North Quincy, Mass. 








EEl Data: 


Electric Utility 
Statistics For 1958 


Data about “Electric Utility Indus 
try Statistics in the United States for 
the year 1958.” has been released this 
month by the Edison Electric Insti 
tute 
by the bul 


i 
ul 
letin include: Energy Sales, Custom 


Various sections covers 


ers, Revenues, Operating Data and 

Ratios, Financial. and Economic 
During the year 

veals that a total 

watt-hours expre 

the amount o 

able in the I 

electric utility industry. The previous 

year d a reading o 3 

50 


Energy Sales 


sident 


Customers 


United States 

18. Regionally 

als were as follows New 
3.516.699; Middle Atlantic 

650; East North Central 

West North 

South Atlantic, 7.4 l11; and East 
South Central, 3.478.223: West South 
Central 5.190.361; Mountain 2.- 
01.498. and Pa i 6.622.466 


icific, 
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Revenue 


Revenues for the utilities are 


years classes 


and 
dollars Total 
for the past 


733.806 


counted tor by 


service in thousands of 


from ultimate customers 


year reached the sum of $9, 
Residential revenues reached $4 
rural accumulated $251,185 


industrial 


ot $5.043.625 


024.840 


and commercial and 
counted for 


The 
trom 


revenuc 


total 


energy 


rural represents 


Sales under distinct! 


and bears no relationshiy 


electrification, the bullet 


In percent of total 
industry were 


$1.3 Rul 


Residential 
Industrial 
Authorities 
ill other | 


Commercial ind 


othe! Public 


1 () 4S 


ties Combined 


1958 all 


e Cost Trends 


Building Spending 
12% Gain Over 195 
NEW YORK—Tot spend 


\ 


publicati 


non-residential construction ac 


1 last vear’s 


trailed quartel 


first 
million, or about 5 


S70) 
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TUMBLEHEAD 
GRAVITY TYPE 


TWO-WING 
SPRING TYPE 


FINE QUALITY and SKILLFUL WORK 
MANSHIP are the dist ! 


tures of Ar 


‘ 


RIVETED HEAD 
STUD BOLT TYPE 


THE ARRO LINE OF MASONRY 


ANCHORING AND DRILLING DEVICES 


7% 


a ee 
= sak ESTE 
em gO om oH Be a 


~ 


DISTRIBUTORS 
This Advertisement Appears 
in Leading Publications Di 


rected to Your Customers 


ARRO EXPANSION BOLT COMPANY 


DEPARTMENT 6B, P. O. BOX 2&8, MARION, OHIO 





I = AS tC 























REYNOLDS ALUMINUM 
Electrical Rigid Conduit 


cuts installation and maintenance costs! 


Reynolds Aluminum Electrical Rigid Conduit offers five im- 
portant benefits: 1. LIGHTWEIGHT. Aluminum conduit weighs 
approximately two-thirds less than steel conduit. Installa- 
tion is faster, easier. 2. CORROSION-RESISTANT. Alumi- 
num cannot rust—ever—and is corrosion resistant to water, 
weather and most industrial atmospheres. There are no 
periodic protective maintenance problems, no rust on walls 
or surrounding fixtures. No rusting threads. 3. NON- 
MAGNETIC. With aluminum conduit, voltage drop is re- 
duced. Longer conduit runs or smaller conductors are pos- 
sible. 4. EASY-WORKING. Aluminum conduit bends and 
forms quickly and accurately to meet and by-pass obstacles 
found in many installations. 5. NON-SPARKING. Aluminum 
will not spark from accidental contact with hard objects. 
Perfect for use in inflammable areas and atmospheres. 


For more information 


Mad | j and names of Reynolds Aluminum 
Made with Aluminum Electrical Rigid Conduit outlets, call 


The Finest Products 


i your nearby Reynolds Sales Office or 
are made with write Reynolds Meta/s Company, Box 


REYNOLDS & ALUMIN M 2346-EC, Richmond 18, Virginia. 


Watch Reynolds TV show—"*WALT DISNEY PRESENTS" — every week on ABC-TV 





Million Dollar Ad Says 
Live Better Electrically 


The United States electrical indus 
try has appealed to a national maga 
zine, Life, in a million dollar advertis 
ing campaign designed to promote 
electrical living 

The magazine will publish a thirty 
page advertisement in its September 
14 issue sponsored by the Live Bet 
ter Electrically program. The pro 
gram has coordinated the participa 
tion by electric utilities and manu 
facturers throughout the country. 

Participating in the concentrated 
promotion are 14 national manufac 
turing companies and divisions, in 
cluding General Electric Appliances 
ind Lamps: Kennicott Copper, West 
inghouse Appliances and Lamps and 
the Edwin L. Wiegand Co. Utility 
companies are represented in the ad 
under the sponsorship of the Edison 
Electric Institute 

The three phase promotion will 
consist of: product display advertis- 
ing by participating electrical manu 
facturers; institutional “editorial 
stvle” advertising with no brand 
names or corporations mentioned 
These pages will stress the all-elec 
tric Medallion Home concept. elec 
tric heating and _ cooling, electric 
kitchens and laundries, — electrical 
modernization, “light for living.” and 
“housepower”; and a_ section. pre 
pared by the Edison Electric Insti 
tute to inaugurate the electric utility 
industry's fall campaign to promote 
the all-electric laundry, “light for liv 


ing.” and “housepower 


National Lighting 
Program Launched 


NEW YORK—The half-million dol 
lar national lighting program of the 
Edison Electric Institute was offi 
cially launched last month with the 
announcement of 20 student archi 
tect winners in the Light For Living 
Medallion Home Competition. The 
lighting contest is part of the $2 

million National Electric Living Pro 
gram inaugurated by the organiza 
tion this vear. The objectives of the 
contest. according to a compan) 
spokesman. are to stimulate the crea 
tion and development of new lighting 
ideas and to acquaint architectural 
students with the latest development 


in lighting techniques and equipment 


DENVER, COLO 
GOO street Airs 
s00 


) 
epla 
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They're easier to sell because they're easier to install. For years the jobber, 
the counterman, the truckman, the electrician . . . all have preferred Colum- 
bus brand products because they're properly gauged, carefully chamfered, 
perfectly reamed, rigidly inspected, conveniently packaged and labeled. Be 
sure your stocks are adequate and sales will take care of themselves. 

SOLD ONLY 


THROUGH RECOG- 
NIZED WHOLESALERS 


BRAND 
CONDUIT FITTINGS 
CONDUIT PIPE PRODUCTS COMPANY —-— COLUMBUS, OHIO 


PIPE COUPLINGS ¢ PIPE NIPPLES « ELBOWS, RIGID & E. M. T. 
RUNNING THREAD « GOOSENECKS © WALL PLATES 
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CALENDAR OF EVENTS 





JUNE 


American Institute of Electrical Engi- 
neers 
Summer Genera! & Pacific 
Meeting 
Olympic Hotel 
Seattle, Wash. 
June 21-26 


JULY 


New York State Association § of 
Electrical Contractors and Dealers 
60th Annual Convention 
Whiteface Inn 
Lake Placid, N Y 
July 7-10 


National Housewares Exhibit 
Auditorium 


Atlantic City, N. J 
July 13-1 


AUGUST 


insulated aba eee Western Electronic Show & Conven- 


tion 
Cow Palace 


San Francisco, Calif 
August 18-21 


American Institute of Electrical En- 
gineers 

Wilton Hotel 

Long Beach, Calif 

August 23-26 


International Association of Electrical 
Inspectors 

Northwestern Section 

Seattle, Wash 

August 24-26 


National Association of Electrical Dis- 
tributors 


Eastern Regional Meeting 
Whiteface Inn 

Lake Placid, N.Y 

Aug. 30-Sept 


CONTINENTAL INSULATED WIRE AND CABLE! 
SEPTEMBER 


Illuminating Engineering Society 


National Technical Conference 
Fairmont & Mark Hopkins Hotels 
San Francisco, Calif 

September 7-11 


Intermountain Electrical Ass‘n. 


Fall Dealer Conference 
Poleoktoteeert-setgeds WALLINGFORD, CONN. Salt Lake City. Utah 


waxe corporation YORK, PENNSYLVANIA September 25 


+ 
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a complete line of 
quality wiring devices 
to meet 1959 


Electrical Code Requirements 


15 Amps., 125 Volts 


5261 
Single, Brown 


Specification 
Grode 


5262 
Duplex, Brown 


Specification 
Grade 


COMBINATION 


5292 


Duplex, Brown 
Specification Grade 





, 125 Vol 


HARVEY HUBBELL, 


Continued from page 15 


engineering 
news 


INCORPORATED 


Engineering Department 


Based on these findings, the IAEI, at 
their annual meeting in 1947, made rec- 
ommendations which resulted in a new 
code for grounding portable equipment 
at the 15 ampere level and below. Their 
solution for cause #1, the “pigtail”, was 
simple and obvious: namely, abolish 
“pigtail” grounding entirely. Supply 
cords on equipment rated 125 volts or 
less would be furnished with a male cap 
having the same number of male blades 
as there are conductors in the cord. 


Regarding accident cause #2, plugging 
into 3-phase circuits could be prevented 
by desiguing a grounding attachment 
plug cap so that the grounding blade 


would be shaped differently than that 
furni. shed with any other grounding plug 
cap in existence. The new design would 
be furnished grounded only. In other 
words, the grounding member would 
always be connected mechanically and 
electrically to the metal armor or shell 
and not dependent on the user to connect 
the grounding means. 


15 Amps., 250 Volts 15 Amps., 250 Volts 





15 Amps., 250 Volts 


5662 


Duplex, Brown 


5661 
Single, Brown 


Specification 
Grade 


Lastly, for accident cause +3, it was de- 
cided to eliminate the “dual” voltage 
‘fatings found on almost all standard 
commercial wiring devices. As a result, 


Specification 
Grode 


NEW CODE 


e* “I ss vod 


NEW CODE 


“TWIST-LOCK” FOR GROUNDING ONLY e 


1S Amps., 125 Volts ® 15 Amps., 277 Volts 


4700 


Duplex, Brown 


4750 
Duplex, Brown 


Specification 
Grode 


Specification 
_ it would be impossible to insert a male 
. 2-wire cap furnished on an appliance 
into a receptacle wired for 250 volts. All 
devices with parallel blades, slots or con- 
tacts would be singly rated at 15 am- 
, 125 volts only, and all devices 
with tandem blades, slots or contacts 
would be singly rated at 15 amperes, 250 
volts only, The new device, then, would 
be in two styles: “A”, parallel slots and 
U-shaped ground blade, rated at 15 
es, 125 volts and “B”, tandem slots 
and U-shaped ground blade, rated at 15 
amperes, 250 volts. 


4760 


Single, Brown 


4710 
Single, Brown 


Specification 
Grade 


Specification 


Grode 


HARVEY HUBBELL, incorrorateD 


BRIOGEPORT 2, CONNECTICUT 


WIRING DEVICE OFFICE AND WAREHOUSE LOCATIONS 
Bridgeport 2, Connecticut 
State and Bostwick Street 


Los Angeles 12, California 
103 North Santa Fe Avenue 


our March Engineering News 
subject of Grounding ony. 
Twist-Lock”? Copy on request. 


IN CANADA 


Scarborough, Ontario 
1160 Birchmount Road 


?. IMMinois San Francisco, California 
Sangamon Street 1675 Hudson Avenue 


Chicag 
South 
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Firm Sales Policy, w. 


don’t sell to everyone . 


our distributors 
are the “cream of the crop” who have 
discovered handsome profits by honestly 
representing Bryant products. In exchange 
for honest representation, we offer our dis- 
tributors a firm price and discount structure. 
We do not believe in, or engage in, favor 
itism because it is our conviction that 
everyone who sells Bryant products is en 


titled to his fud/ share of profit. Our built-in 


quality helps everyone maintain a full profit 
margin, despite cut-rate competition. 

What’s in the new Bryant package? The 
products, the service to help you and your 


salesmen create more sales. 


Prod uct, of course—a complete line 
of superior wiring devices. New product 
ideas . . . like the dramatic new Bryant 


Fashion Plate* and Tap-eez. 


Sales Help that extends far be- 
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yond printed material. Your Bryant repre 
sentative helps you cultivate customers 
depend on him. 


s 
Quality. » « every wiring device is 


engineered, designed and manufactured to 
the highest standards of quality and work 
manship .. . insuring the ultimate in lasting 


service for all Bryant products. 


Good Service, sear in anc 


year out, to every one o!f our customers 
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The CF&I Image assures quality 
Galvanized Steel Strand 
for Guy, Messenger & Ground Wires 


The CFsI Image—giant symbol of dependable steel products— 
contributes to the ever-expanding industrial growth of America. And 
where telephone or utility lines spring up, you'll find the CFaI Image 
—for in the electrical and communications industries he stands for 
top-quality guy, messenger and ground wires. 

To prevent pole leaning and power line sagging, use CFaI Gal- 
vanized Steel Strand. Made to customer specifications or to ASTM 
specifications A-122 or A-363, the steel strand is quality-controlled 
throughout every stage of production. That’s why utilities rely on 
CF«I Galvanized Steel Strand to stand up under the most rugged 
conditions. 

When you need strand, see your nearby CF«I representative or 
local distributor for complete details on CF&I Galvanized Steel Strand. 


6630 


GALVANIZED STEEL STRAND 


THE COLORADO FUEL AND IRON CORPORATION 
STEEL. 


in the West: THE COLORADO FUEL AND IRON CORPORATION—Albuquerque + Amarillo - Billings 

Boise * Butte * Denver * El Paso + Ft. Worth * Houston * Kansas City * Lincoln + Los Angeles + Oakland 

Oklahoma City * Phoenix + Portland + Pueblo + Salt Lake City + Son Francisco + San Leandro + Seattie 
Spokane + Wichita 

in the East: WICKWIRE SPENCER STEEL DIVISION—Atianta + Boston * Buffalo + Chicago + Detroit 

New Orleans * New York * Philadelphia 

CFal OFFICE IN CANADA: Montrec! + CANADIAN REPRESENTATIVES AT: Coigory + Edmonton 

Vancouver + Winnipeg 


NEWS 





NFPA Acts On National 
Electrical Code Changes 


Significant changes in the National 
Electrical Code were to be acted on 
at the 63rd annual meeting of the 
National Fire Protection Association, 
in Atlantic City, N.J., this month 

The changes proposed would at 
fect all types of properties including 
dwellings 

Ihe new code, when adopted, 
would require the Type S fuse to be 
installed Effective January 1, 1961, 
this will apply to electrical circuits 
not over 125 volts for use with fuses 
of 30 amperes Or less 

Another proposal affecting dwell- 
ings calls for receptacle outlets in 
kitchens, dining rooms, breakfast 
rooms, living rooms, recreation rooms 
and bedrooms to be installed so that 
no point along the floor line in any 
usable wall space is more than six 
feet from an outlet (EW March, ‘59 
p.1 10) 

Increased use of electrical appli 
ances in homes has resulted in a pro 
posed requirement of a minimum of 
two 20-ampere branch circuits in 
kitchens, laundries, dining and break- 
ast rooms. The present requirement 
is for only one such circuit (EW 
March °*S9 p 110) 

Approximately sixty other changes 
ire in the proposed 1959 National 
Electrical Code New examples of 
how to calculate the electrical load 
the number of branch circuits 
the size of electrical feeders are also 


ncluded 


Kansas City Holds 
Industrial Trade Show 


KANSAS CITY The 1959 Indus 
rial Trade show, held tn Kansas City 
in the first week of April had a re 
norted attendance of 2418 visitors 

The show, sponsored by the Elec 
tric Association of Kansas City, fea 
ured sixty-four exhibits in the supply 


ipparatus, and lighting fields 


Lighting Display 
At Moscow Exhibition 


SAN FRANCISCO, CALII \ 
California lighting manufacturer, Dam 
ron-Kaufman, Inc San Francisco 
will exhibit spun glass-inplastic light 
puffs at the American National Ex 
hibition in’ Moscow this summer! 
According to Harold (¢ McClellan 
general manager of the exhibition, it 
will be the first major showing of 
American products ever held in the 
U.S.S.R 
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3766 
Cover with 24200 
deel ; ‘ia! 10 Amp T’’ Rated 
SP Switch 
3767 


Cover with #4230 
10 Amp T’' Rated 
3 Way Switch 




























3768 
768-1 Cover with #4041 
Cover with 4041.1 20 Amp. SP Switch 
Amp. SP I 2 ea 3769 
6 é 7¢ 69-4 Cover with #4043 
p ver wit é Cover witt 68 er with S.3?1 ( er with £4043-1 20 Amp. 3-Way 
Parallel Slot R Frar T Slot Receptacle J’ Ground Receptacle 20 Amy Way Lock Switch Switch 
w g ia 
377 37723 3775 
3765 Cc ver with =S-368-T Cover with #S-321 Cover with =S-396 
Cover with Slot Receptacle U"’ Ground Receptacle 20 Amp Wire 
=S-396 20 Amp Receptacle 


3 Wire!Receptacle 













3780 2729 : 
378 3783 
Cover ily with Gasket Cover with 2300 Cover with 23200 
T Slot "“U" Ground Receptacle 
Receptacle 
SLATER 
" 3 784 Bes 3786 3787 
: over with #327 Cover with 2482-2 SP Cover with SP Switch 
U" Ground Tandem Switches & "U" Grd. Rec 






Receptacle 


FLIPS OPEN... . a | FLIPS CLOSED... FLIPS OPEN! 





Solid Thick Non-Corrosive Aluminum 

Meets R.E.A. and Federal Specifications 

Simple, Positive, Fool-proof Action ® Easy to Install 

Takes Any Type Standard Switches and Receptacles 
Special Stainless Steel Spring 


| Slater Flip lid 


LL 


SLATER MEANS BUSINESS 


Architects. Use this as o hondy specif 
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GE Opposes 
Price Legislation 


WASHINGTON General Elec- 
tric’s Chairman Ralph J. Cordiner 
appeared before the Senate Antitrust 
and Monopoly Subcommittee of the 
Senate Judiciary Committee last month 
in opposition to the Price Notification 
Bill 

The bill, No. S-215, would require 
certain companies to give advance 
notification of intent before increas- 


ing prices, and would require them 


to seek to justify their intended price 
increases in public hearings 

Speaking for GE, Cordiner said 
that the company is opposed to the 
bill “because it would have injurious 
effects on the business health of nearly 
half a million suppliers, distributors, 
and dealers.” 

In affirming the company’s objec- 
tions to the bill, Cordiner said it would 
be a major Step on the road toward 


“JIC” Enclosed wiring troughs 


government regulations over all eco- 


It pays to figure on nomic life. “The bill would hurt the 


consumer, hurt small business, would 


, feed inflation, would lessen competi- 
) N i tion, would be a discriminatory and 
i confusing law, and would discourage 
e ” Te ic oO ie > 
liquid-tight “JIC wiring enclosures economic growth”, he said 


Furthermore, the GE spokesman 
noted that any price notifications bill 
would discourage economic growth 
and this would have evil consequences 
on employment, level of living and 


Keystone now offers a complete line of *JI« 
national security. It would squeeze 


wiring enclosures designed to provide positive, ; 
sealed protection against dust, dirt, oil, water profits so that there would be a slack- 
ening of modernization and expan- 


and coolants! You'll find liquid-tight wireways, 
fittings, troughs, boxes and cabinets in a wide sion—research and development otf 
“JIC’ Terminal and = Tange of sizes to meet your exact needs—all new employment, of hiring and train- 
Pull Box Enclosures produced to the electrical specifications of the ing young people, and of market de- 
Joint Industry Conference Standards velopment activities, Cordiner added 
What's more, when you want an item, you get Cordiner suggested several actions 
it—fast—from large stocks maintained at both that would help Congress curb infla- 
factory and regional warehouses! In addition. tionary measures: 
Keystone offers a complete design and build e Amend the employment act of 
service for producing custom enclosures to 1946 to include stability of the value 
fulfill your special requiremen of the dollar as one of the primary 


objectives of national policy 





e Manage government expenditures 
As long as the federal budget 1s un- 
balanced, deficit financing through 
bank borrowing directly and artifical- 
ly inflates the money supply 

e Revise the tax structure to permit 
greater incentives for saving and in- 


NEMA Type 12—“JIC” 
Control Panel Enclosures 


vestment, permit more realistic de- 
preciation allowances, reduce the tm- 
Oil-Tight . pact of corporate income and excise 
Pushbutton taxes on prices and eliminate the dis- 


Enclosures criminatory effects of the present sys 





tem of excises 
3 NEW CATALOGS — Contain complete e Continue effective enforcement of 
information on the entire Ke ne 
quality line 


; the antitrust laws as “the greatest safe- 


end for your fre 


guard to competitive vigor 

e Modernize national labor policy 
Cordiner explained that union power 
has been used to force up wage costs 
23328 Sherwood Road e Warren, Michigan much taster than the long term aver 
age increase in productivity 
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Ri 
i THE NEW IDEAS NOW 


S COME IN A 
NEW, BLUE BOX 


The box that brings you Blackhawk’s full line of electrical 
fittings and holding devices, specialties and tools. Look for 
Blackhawk’s new, blue box at wholesalers 
everywhere. 





a [agustries DUBUQUE, IOWA + Whe 
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To save 


time .. 


Your Customers Need 


a compact, easy-to-carry 


Fel 


Drop Head Threader Set 


Snap a die head in the ratchet ring 
cut the thread . . . it’s as simple 

as that! That’s why conduit pros pre- 

fer these Rita drop head threaders 

for fast, easy threading. Heads can’t 

fall out . dies reverse quickly for 

close-to-wall threading. 

Bolt and conduit dies avail- 

able. Don’t miss profitable 

Order RIGARID 

drop head threaders today! 


sales 


Hand Carrier Free With All Sets Except No. 12-R 


(Order in sets or any combination) 


os ~~ a ee j For pipe 8 
i Tin An ft g a’ to 2”’- 


For bolts: V4’ 
ieeey 


For pipe: 4’ 


12-R 


“to 1’°—00-RB 


to 1 


Exposed Ratchet Type 
’ to 1°°—O00-R; %’’ 


to 1%" 


: Enclosed Ratchet Type 
“to 1°°—O-R; 


4’°—11-R 


on CNV 


New Light 
Output Achieved 


PHILADELPHIA, PA Lighting 
scientists of Sylvania Electric Products 
Inc. a wholly-owned subsidiary of 
General Telephone & Electronics Cor- 
poration, have revealed a new theory 
in phosphor size control which when 
combined with new manufacturing 
techniques has reportedly resulted in 
the brightest light output ever achieved 
in fluorescent lamps 

By limiting the particle size of phos- 
phor in a standard 40-watt 
cent lamp to a range of from three to 
30 microns, and by utilizing new man- 
ufacturing techniques, the scientists de- 
veloped a record light output of 80 
lumens-per-watt 

Dr. Keith H. Butler, 
general engineering laboratory of 
Sylvania Lighting Products, a major 
division of the company, said the new 


fluores- 


manager of the 


theory was proven in pilot production 
of the Salem, Mass., laboratory 

Dr. Butler said the new process elim 
inates super-fine phosphor particles 
from the lamp coating, which it was 
found, excessive scattering 
and reflection of ultraviolet rays with 
a resultant loss of light output 


caused 


Fluorescent Lamp Burns 
In Ordinary Light Socket 


BLOOMFIELD, N.J \ 
cent lamp which requires no external 
ballast or starter, which can be burned 
in an ordinary light socket has report- 
edly been developed by the lamp 
division of the Westinghouse Electric 
Corp 

The lamp which is 
ballasted eliminates the 
ternal ballasts 

According to Dr 
manager ol and 
for the lamp division, the 
veloped lamp contains a 
metal switch 
used in a fluorescent starter 

In addition, the lamp is said to con 
tain an incandescent filament which 
eliminates the external 
inductor ballast 

Dr. Zabel reported that 
as yet, have been made to market the 


fluores- 


said to be self 


need of ex 
Rolland M. Zabel, 
engineering research 
de- 
built-in bi 
that 


newly 


Starting similar to 


need for ar 


no plans 


self-ballasted fluorescent lamp 


Florida Adds 
New Distributor 


WINTER HAVEN, 
Electrical Supply Co., 
for business in this city 

Peter Mazzeo, founder of 
firm, was assOciated with the 
eral Electric Co., Pittsfield. 
for 19 prior to 
Florida 


Fla 


recently opened 


Mazzeo 


the new 
Gen 
Mass 


years coming to 


five years ago 


ELECTRICAL WHOLESALING—June, 1959 





ANNOUNCING 


a unified lighting service covering 
the entire continental United States 
PLUS 
Canada, Alaska and Hawaii... 


the NEW combined and expanded 


Curtis-AllBrite Lighting, Inc. 


TWO OUTSTANDING FIXTURE MANUFACTURERS 
NOW JOINED INTO ONE GREAT COMPANY 


to bring YOU 
GREATEST SELECTION, INSPIRED DESIGNS, 
SUPERB ENGINEERING, FINEST QUALITY, 
CHOICE OF MATERIALS AND FINISHES, 
PROMPT DELIVERY AND CLOSE-AT-HAND 


DISTRIBUTION TO EVERY POINT IN NORTH AMERICA 


write for catalogs 


address inquiries to 

CURTIS-ALLBRITE LIGHTING, INC. 
352 SHAW ROAD 

SOUTH SAN FRANCISCO, CALIF. 








sion Chicago and Toronto 
n: San Francisco, Los Angeles, 
Seattle and Vancouve? 
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IN LEADING 


IS HELPING DEALERS 


THIS ADVERTISEMENT APPEARING 


INDUSTRIAL MAGAZINES 
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MORE 


in Aeme@= Electric 
CLASS H TRANSFORMERS 
THAN EVER BEFORE! 


SMALLER ! 
LIGHTER ! 
QUIET! 





e There are many more features in Acme Electric 
class H insulated transformers in addition to the basic 
advantages of lighter weight and smaller size per KVA 
Quietness is achieved by better core and coil design 
and contruction. Noise level of this line of standard 
transformers never exceeds the decibel ratings estab 


lished by NEMA standards 
MORE FEATURES OF VALUE 


There are other features too, that are important! Core 
and coil construction provides air ducts through 
which the natural flow of air can dissipate heat. Thus 
external case remains at safe 40°C level. 
Grab-hooks, located under the easily removed cover, 
facilitate hoisting into mounting position. Multiple 
knockouts at bottom of case simplify usual conduit 
connections, 
Large wiring Compartment permits easy use of tools 
necessary for tight contacts 
Class H transformers are now available in single 
phase ratings from | to 25 KVA for wall mounting, 
3714 KVA and larger 
<— e@ for floor or platform 
| mounting. Three phase 
ratings from 3 to 15 
% KVA for wall mount- 
ing, 30 KVA and larger 
for floor or platform 
mounting. All standard 
voltages available 


i) os 
£0 VA, OOS 


4ssoa® SD 
~ a 2 


ACME ELECTRIC CORPORATION 


676 Water Street Cuba, N. Y 
West Coast: 12822 Yukon Avenue Hawthorne, California 


Small Business: 





NAW Head Appeals 
For Government Aid 


As president of the National Asso- 
ciation of Wholesalers, a federation of 
eighteen associations, James A. Allen, 
recently appeared before the Senate 
Select Committee on Small Business. 
Subcommittee on Retailing, Distribu- 
tion and Fair Trade Practices, in 
Washington, D.¢ 

Allen spoke to the committee re- 
garding the difficulty local independ 
ent retailers are having in obtaining 
leases in new shopping centers and 
first-class, new downtown Store loca 
tions 
e Wholesaler’s Role—We are very 
interested in this problem as we serv- 
ice wholesalers collect the products 
of our nation’s farms, mines and fac- 
tories, and those of the world market 
as well, and make them available to 
the nation’s retailers, Allen told the 
committee. He added, we make them 
available in economical quantities, 
sizes and assortments, at the time and 
place when the retailer requires 
them, and we prosper in our business 
service only as our retailer customers 
prosper 

Ihe wholesaler offers his service to 
local independent merchants and to 
regional and national retailers alike 
Allen said He noted that the whole- 
saler’s Services are used by all classes 
of retailers in all commodity lines 
e Unfair Situation We wish to call 
the Committee’s attention to a situ- 
ation that has been developing Over 

period of years that seems unfair 
to the local independent. small re 
tailers of the nation the NAW of 


ficial stated 


Problem 


nrot 
rod 


lem facing the independent retailers 


Allen told the committee the 


concerns the developers ol new 
building sites, who must look to large 
national insurance companies for 
most of their construction financing 
The building sites mostly concerned 
are shopping centers or new down 
town locations 

In order to get the maximum con 
struction loan, and thus have to turn 
ish the least amount of their own 
cash as possible the developers have 
to sign up, according to Allen, be 
tween 70% and 80% of the space 
available in leases to AAA-l, na 
tionally rated credit risks. In the case 
of retailing, he said, this means very 
large regional or national organiza 
tions. Allen emphasized, it makes no 
difference how good the credit rat- 
ing of the local retail merchant may 


be. how good a merchant he is or 
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how long he had been operating suc 
cessfully in the community in which 
he lives 


He pointed out that the independ 





ent retailers balance sheet apparently 

does not show the financial responsi ; 43 SELF 
bility necessary to make good on a > CLOSING 
10-, 15- or 20-year lease on the re | COVERS 


quired number of square feet ove 


the full period of the face amount of SELF 


and the national chain are in a strong P : CLOSING 
bargaining position, and they can bs OUTLETS 


hold out until the developer accedes 


the lease. Thus the department store 


to their demands 

e Wholesaler’s Opinion—In the opin 
ion of wholesalers, Allen said, there 
IS a question of social and economic 
policy involved here ‘We believe in 
free enterprise, free competition, un 
restricted by government fiat or cov 
enants between businessmen.” Allen 
affirmed that the American system of 
distribution is the most efficient and 
economical in the world 


Solution Weathertight RECEPTACLE 
According to Allen, it has been Waterproof ~y:\ eke) 4 COVER 


suggested that some form of lease in 


surance might be the answer. As a 
coup, a Uediapias sas canola 0 CHECK THESE EXCLUSIVE FEATURES: 


further encroachment of government 
wy? none Metenssapste nae a oagpe PATENTED NO-SHOK SELF-CLOSING OUTLET SAF-T-LOK 


© Prevents insertion of metal objects into current- WEATHERPROOF COVER 
carrying ports; prevents shocks, burns, short @ Locks in open position 
circuits. @ Closes with slight finger 
lease insurance program, possibly re Snaps shut when plug is removed. pressure 


insured by an existing government Keeps out dirt, rain, snow — better electrical @ Can't be loosened or 
contact pulled off 


in-business Operations on the econ 
omy he declared However! he sug 


gested that some form of private 


agency, on a sound actuarial basis that 


would be self-supporting and no drain 


on the taxpayer, might be the answer NEW 
DELUXE RANGE and DRYER 
POWER OUTLETS 


NAM Attacks 30 and 50 AMP. Grounding Type 
Senate Bill NEWEST DESIGN in FLUSH MOUNTING 


3 back plate f easy, fost w Ne 


NEW YORK—tThe “price notifica terminal contocts 
tion bill”, introduced by Democratic all types (including 
Senator Joseph C.O’Mahoney of LATEST SURFACE MOUNTING 
Wyoming is a long step. toward changeable (30 or 50 Amp.) rece 


thy opens easily t 


government domination = over 
’ sing preve 
American economy, the National 


Association of Manufacturers said 


stallations 


report last month 
The bill would force companies 


to notify the government of proposed : ' | De Luxe 
price increases, and justify them at METAL WALL PLATES 


public hearings. It provides that in in sales-building new finishes 


any line of commerce in which 50 





or more of the total annual sak 
the United States are made by eig 
or fewer companies, having fale bide 


vorth of more than $10,000,000, 1 : : B 


price increase can be made for 3 Moke BELL y ‘ ee We 
3 tlet t ve A 


javs after notifying Federal ide eer ‘ witene 
a x . - ‘ Plates. Write for Catalog and Prices today! 


Commission and other agencies 


The NAM report said the bill 


would displace competition and cost 
realities as the regulators of a in & Ries: fe < ce ». 
} OS CORRES Ce ae oe 5735 South Claremont Avenue * Chicago 36, Iil. 


decisions ol governmental 
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A COMPLETE FAMILY 
OF GUTH BRASCOLITE 


PIN-HOLES 


for any size lamp — from 75 to 1,000 watts 


“SEEMORE* SAYS: 


A complete line of versatile, high-quality 
recessed fixtures for “pinpoint” light control 
in auditoriums, stores, churches, etc. They pro- 

vide high-intensity lighting from a nearly 
invisible source—all you see is the “pin-hole!” 
U.L. Listed on 


ep wea 


a ~) 


S 
er 


Every model is designed for easy installation, relamping and cleaning 


SHOVEL YOUR LIGHT 
TO WHERE IT’S NEEDED 
300 to 1.000 watt models 


lable with ‘‘light shovels 


recting light to 
, er specific areas \ 


WRITE FOR'*PIN-HOLE DATA SHEETS” TODAY Ns 


eB brascolite 


THE EDWIN F.GUTH CO. 
ST. -ovure 3, MISSOURI 


Graybar Adds 
Another Unit 


BAKERSFIELD 
Electric Co. Inc 
structing 
level butlding 

Primarily 
some shipmer 
carry all | 
cept for may 
to a compan 
pliances will 


by the Van Nuys 


Distributors Attend 
“Open House” 
PATERSON, N. J 


two open ho 

last month at the 1 
Mtg. Corp., Paterso 
400) electric 


from the N 


Sets Vacation 
Shutdown Schedule 
PASSAI( N. J The 


Compan 
vire and ¢ 
nual vacat 
plants. Accord 
Passaic Pate 
wick, N. J 

t 


(WO-WeekK 


July 


Electric Plant 
Sale Discussed 
WASHINGTON 
Svivania Elect 
Huntington, W 


PUSUrY 


Prod ? 


sourees Say 
The plant 
ing idle, is « 

In order to 
have to be freed 
r to the De 
ferred to a Ho 
rroup and ther 
Services Admtu 


NAED Adds 

St. Louis Distributor 
NEW YORK—Brown 

pany St Lot IS Mi 

to membership in 

cCration ot Elect 

Norman S. Bri 


compan, 
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They both know the best 
buy in tape... 


non-raveling 
A , straight tearing 
LEURATE VAP/ high tensile strength 
FRICTION .... RUBBER.... PLASTIC strong adhesion 
highly insulating 


ACCURATE MANUFACTURING COMPANY 
Garfield, New Jersey 





Fire detection is big business! 
ash in now with Kidde equipment! 


<beeeerne 


poum 888888: 


For years 
ys, busine S¢ 
been Waiting for an 


dependable fire detectior 
approved by U.L. and | 
You Can Sé 1] tl em this \ ital ae té 
tion system at a reasonable price 


Whether you sel 


components on an install-it-youn 


Kidde syste! 


self basis, or do the actual wiring 
job, there are tho isands of doll irs 


+ 


in potential profit 


1. Kidde alarm bells —6”, 8 
10” diameter, U.L.-approved 


2.Kidde Fyrindex det 
Self-resetting, fast-acting, ea 
to install. Fixed-temperature 
units each protect up to 225 sq 
ft. Rate-of-temperature-rise 
models protect to 900 s 

bination rate-of-rise, 


Kidde as Kidde Ultrasonic & Detection Alarms, Inc. 


selling Kidde, you can be 
selling quality. 
For more than 30 years, Kidde has 


ure that you're 


been the leader in fire safety. It’s 
a name you and your customers 
an trust! 
Find out more Kidde fire 
detection components — and how 
them to cash in on 
these most profitable markets! 
on, write to 


about 
you Can UuS¢é 


For more inf 
Kidde today. 


perature units each protect 2500 
square feet. All U.L. and/or F.M. 


ipproved. 


9 ; ; 
©). Break glass man alarm, One 


or more stations. 


4, Control, rectifier, zone annun- 
ciator panels contained in one 
cabinet. Monitors up to ten zones. 


12 or 24 v., da 


686 Brighton Road, Clifton, New Jersey 


A Subsidiary of Walter Kidde & Company Inc, Belleville 9, N.J 


NEMA Issues 
Standards Publications 


NEW YORK—The following Na- 
tional Electrical Manufacturers Asso- 
ciation Standards Publications are now 
available: 

e HU 1-1959, Industrial Heating 
Units and Devices. 

It deals with tubular, 
strip and immersion heaters. Specific 
information is given for voltage and 
dielectric strength, 
terminations, 
mounting 


cartridge, 


ratings, 
dimensions, 
density and 


wattage 
spacings, 
sheath watts 
holes. 

e IC 3-1959, Precision Snap-acting 
Switches. 

IC 3 has been expanded to include 
information on the application of 
industrial limit switches. Part 1 de- 
fines terms used in connection with 
precision switches and 
remains unchanged 
e WC 3-1959, Rubber-insulated Wire 
and Cables 

The color coding of the following 
types of wires, cables and cords is 
covered: asbestos, 
cloth and asbestos-thermoplastic in- 
sulated wires and cables; textile cover- 
ings for flexible POSJ 
flexible cords; rubber-insulated wires 


Snap-acting 


asbestos-varnished 


cords; and 


and cables. 

e WC 3-1959, Rubber-insulated Wire 

and Cable for the Transmission and 

Distribution of Electrical Energy. 
Gives detailed information on vari- 

ous types of rubber-insulated wire and 


cable. 


Westinghouse Adds 
Western Distributor 


SALT LAKE CITY 
Supply Co., distributors, has 
named Westinghouse distributor of 
electric housewares throughout Utah, 
Wyoming, Nevada, and parts of 
Idaho. 

The firm will additional 
coverage in those areas, which will 
continue to be served also by Wesco 
and Western Supply Co., Salt Lake 
City 


Standard 


been 


provide 


Anaconda Wire 
Acquires Sequoia Stock 


NEW YORK—Anaconda Wire and 
Cable Company has reportedly entered 
into an agreement to purchase 100% 
of the stock of Sequoia Wire and 
Cable Company, Redwood City, Calif., 
from Mandrel Industries, Inc. 

Anaconda will operate the company 
aS a Wholly-owned subsidiary for the 
small reports 
say. Final arrangements for the stock 


manufacture of wires, 
purchase are reportedly under way. 
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g3 SERIES 


Slim-trim, modern design * Can be used in kitchens that have 
in-the-wall ventilators. Gold mylar instrument panel « Pre-wired 
control switches « Built-in light « Durable epoxy finish. 


North Union at Augusta 
Rochester 2, New York 


Please send me full color, full line catalog. 
Name Company 


Street 


City Zone_ 


‘Adjusts from 30” to 42” to fit any standard or odd 
_ Exclusive powerful 10” radial impeller for most 


ventilation * Push button controls + Easy to cle 
Built-in light. 


q SERIES 


Smart, slim-trim design at a budget price « Built-in light « Built-in 
filter « Low cost installation «* Built-in ventilator « Vinyl safety 
trim « Up front controls. 


<4 Jasco 


INDUSTRIES, INC. 


Rochester 2, New York 








START-STOP 
STATION 
with pilot. 
For surface 
mounting. 


SELECTOR SWITCH with pilot. 
Brass plate for flush mounting. 

















SIZE MAGNETIC STARTER 
with selector switch 
in cover. 


SIZE O 

COMBINATION 

STARTER with 

fusible disconnect MANUAL STARTER 
and local with pilot. For 
control. surface mounting. 


MANUAL STARTER 
and selector switch. 
For surface mounting. 


We Help You Sell 
These HEATING and 
VENTILATING Controls! 


You can sell the profitable, fast-growing heating 
and ventilating market, because Arrow-Hart 
gives you real sales help right down the line. 
Here’s what we’re doing: (1) A-H Engineers are 
constantly uncovering new heating-ventilating 
business... and channeling it through you, the 
A-H Distributor. (2) Arrow-Hart offers you the 
only complete line of motor controls and pilot 
devices for all heating and ventilating applica- 
tions including fans, blowers, unit heaters and 
ventilators, compressors and pumps. (3) Arrow- 
Hart is regularly promoting all these controls to 
the heating and ventilating market. 


Start selling this profit-building line now! 


ag 
un teeeee 


PEOPLE IN THE NEWS 





Milton A. Hooper has been named 
manager of Graybar Electric Co. Inc. 
Butte, Mont. He succeeds S, L. Dye, 
who has been promoted to manager 
of the Graybar Electric firm in Port- 
land, Ore. 


A. B. Thomas and P. D Sweeney 
have been appointed assistant central 
regional manager and Chicago dis- 
trict manager, respectively, for Ed- 
wards Company, Inc. Thomas will be 
responsible for sales of the company’s 
technical and = distributor products 
throughout the country. while Sweeney 
will be in charge of Edwards market- 
ing activities in Northern Illinois and 
Indiana 


John J. McGowan has been appoint- 
ed New York district manager for 
Edwards Company, Inc. McGowan 
will direct the firm’s sales activities 
in the greater New York City area. 
Connecticut and northern New Jersey 


Richard J. Gross has been elected 
president of the Gross Electric Fix- 
ture Co., Toledo, Ohio. He succeeds 
his father, George J. Gross, founder, 
who died in March 


William Hallam has been appointed 
sales manager of the National Electric 
div. of the H. K. Porter Co., Inc. 
Hallam was formerly district sales 
manager for National Electric in St 
Paul, Minn 


William H. Anderson has been ap- 
pointed as electrical conductor spe- 
cialist for the Reynolds Metals Co. in 
Houston, Texas. Anderson will work 
with electrical utilities and industries 
in a 40-county Southeast Texas area 
in applications of aluminum conductor 
and conduit 


Robert H. Martin has been ap- 
pointed sales manager, Blackstone 
Corp., Jamestown, N.Y 


C. E. Hartsing, Blake M. Wilson, 
and James H. Birch have been ap- 
pointed as division sales managers of 
the Toledo Pipe Threading Co., Toledo, 
Ohio. Hartsing will be in charge of 
the western divisions, Wilson will 
manage the central division, and 
Birch will be eastern division sales 
manager 


Anthony C. Del Vecchio has joined 
the industrial sales force of the D. E. 
Makepeace division of Englehard 
Industries, Inc. He will sell the di- 
vision’s products in the Philadelphia 


area 





Robert F. Doolittle has been elected 
general counsel and secretary of The 
Youngstown Sheet and Tube Co., 
Youngstown, Ohio He 
James i. Bennett who has retired 
William J. Harnisch has been elected 


assistant secretary 


succeeds 


Carl L. Powell has been named gen 


eral manager, western division, Day- 
Brite Lighting, Inc. He will be respon 
sible for sales and manufacturing in 


eight western states and Hawaii 


John W. Hand has been named re- 
gional sales manager for the Rocky 
Mountain and West Coast areas for 
the Weller Electric Corp. He will 
headquarter in San Francisco 


James A. Stewart, formerly district 


l Electronic Com 


sales manager of 
General Electric Co., 
Minneapolis, Minn. has been assigned 


ponents dis 
to the major appliance division, sales 
and distribution dept.. St. Paul dis 
trict office 


Seymour Krewitsky has been named 
manager-heating control and special 
purpose shop operations tor the Gen 
eral Electric Company's Appliance 
Control dept. Krewitsky was formerly 
supervisor-production 


oni ender has been name 
Donald Abwender | | 


northeastern division — sales 
tor the Moe Light division of Thom- 
as Industries Inc., Louisville. Ky. He 


will be responsible for the supervision 


managel 


and training of salesmen, policy with 
distributors, and sales analysis of bus 
ness conditions in his territory 
Lawrence P. Pleasants has been ap 
pointed to the executive committee of 
Better Light Better Sight Bureau. He is 
marketing development manager, light 


ing sales. Sylvania Lighting Products 


div.. Sylvania Electric Products Inc. 


Harold Barnum has been appointed 
manager of utility sales for Sylvania 
Lighting Products div., Sylvania Elec- 
tric Products Inc. In his new assign 
ment. Barnum will be responsible for 
the development of lighting products 
sules, advertising, and merchandisin 


programs 


Myles S. Gaythwaite has been ap 
pointed director of marketing-fixtures 
ot Sylvania Lighting Products div., 
Sylvania Electric Products Inc. Gay 
thwaite director of sales manage 
ment development tor Sylvania since 
1955, in his new assignment will have 
responsibility. for fluorescent fixture 


sales, marketing research, product 


planning. advertising, and custome! 


ryvi 
SCT VICE’ 
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AGA! '» From ARROW-HART 


NEW SAFETY FIRSTS 


NO. XT-5792 


NO. XT-4726 


COMBINATION 3-WIRE GROUNDING 
HART-LOCK RECEPTACLES and CAPS, 
15 AMPS, 125 VOLTS. 

One side of this combination re 
ceptacle is 3-wire grounding Hart 
Lock with 2 green hex ground 
screws and the other side is con 
ventional 3-wire, 2-wire ground 
ing 15 amps, 125 volts. Wher 
limited space requires a duplex 
receptacle to provide both ground 


ing and accidental disconnect 
protection and conventional U 
shape grounding. 


AND 


OF H 


ability 
rating 


NO. XT-4700 
NO 





These exclusive lines—and 


constantly introduced by Arrow-Hart 
nities for increased sales and greater profits. Act now to take 
advantage of these opportunities 


information 


Dept. EW, The Arrow-Hart & Hegeman Electric Co 
Hartford 6 


103 Hawthorn St., 


ARROW ( U) HART 


Ce 


A NEW ADD 
RT-LOCK 


3-WIRE GROUNDING RECEPTACLES, 
CAPS and CORD CONNECTORS 


Ideal fo 
grounding ; 


ipplications that require positive 


disconnect. Configurati 


similar levices having different 
ets latest code requirements 
4720 NO. XT-4731 





the other new wiring devices 


Conn 










NO. 5718 







3-WIRE DUPLEX GROUNDING RECEP- 
TACLES and CAPS—15 AMPS, 277 


VOLTS 

New from A-H, this line of wiring 
1 ces is specifically designed to 
pr ide new standards of safety 
ind dependability for industrial 
nd mmercial fluorescent 
lighting fixture of the discon 
m ng type that operate on 227 


H & H" Specification Grade 


+ ta 


ITION f) ) ' 
rrIUN IU UUN I ’ 


DEVICES 


locking to prevent ac« idental 
n prevents interchange 














offer unusual opportu 


Write today for complete 









Rudolph Gerks of the Triangle Con- 
duit & Cable Co., Inc. New Bruns- 
> WIRE PULLING ‘ : s bee . . 

Tg : wick, N.J. has been promoted to as 
SLOWING UP te sistant credit manager. Gerks will 
J 


ve. coordinate procedures and supervise 
YOUR JOB ? department personnel. Robert W. 
> Chapponi has been appointed credit 


—ggaeaaaaa canine r department manager for Triangle 





Chapponi was’ formerly assistant 
credit manager for the firm 


William M. Gelvin has been named 
poowene sales engineer, Fan and Blower di- 
vision, Peerless Electric Co., Warren. 


WIRE PULLING COMPOUND Ohio 


president ands a director, and Wil- 
FASTER and EASIER! | helmina Spanagel has been made 
; treasurer of the Rattan Mfg., Co., 
@ Excellent for non-metallic cable ee New Haven. Conn. Miller was form- 

- ROR-evaporating. | erly vice president and Miss Spanagel 


! 

! 

} 

' 

i pulls covered wires and non-metallic cables. . . G. H. Keith Miller has been named 


@ Will not affect coatings. has been assistant secretary since 
es ° 1945 
@ Needs no mixing . . . will not 


separate or harden. ; 

P . Melvin D. Henry has joined Ander- 

@ Light, clean to use, easily washed FR Fo son Electric Corp., Birmingham, Ala 
™ J sons wot evanee™ 

off with water. = as sales application engineer for the 


Fe ee tne a ee distribution division. Henry will as- 


Order through your Electrical Supply House sist the division product manager at 
Anderson 


ADAM ‘ef ole) SONS, INC. James R. Haden has been named 


p Electrical Products Division district manager. Kansas City, district 
“$ N. STILES STREET . LINDEN, N. J. oace, and Thomas M. Brickley, Jr., 


has been named Milwaukee district 








manager, of the Okonite Co. 


R. F. Coles has been named Toledo 


Make installations fast, service shop manager; T. M. Hushen 


has been named Salt Lake City serv- 


built to last with ice shop manager; A. W. Warren has 


been named Richmond service shop 


manager, and C, L. Wilhelm will 
& | head the Youngstown, Ohio service 
Co., 


shop, for the General Electric 


SERVICE ENTRANCE | In. 


Mark W. Cresap Jr., and Gwilym 
A. Price, of the Westinghouse Corp., 
. . . . . . . . 7 . . ca . . . . . . . 





have been elected president and chief 
executive officer, and chairman of the 


Now, you can have exactly the right fittings for any board, respectively, of the firm’s board 


mast installation...quickly...at lower cost. Just select of directors 
the M&W Mast Kit to fit your needs. Varied assort- 
rent ; l l 2] >I sizes slit-clam . > 
ments for 11% me ae a eye es, split-clamp or B. C. Biega, formerly a supervisory 
wpe strap conduit Support, mak it easy for you to 
ei tages PF prpnenelenar gins Soy engineer at General Electric Com- 
pick the one kit that best suits your requirements. Best ‘ ; WW Ind. | 

: =e 
of all, M&W Kits cost less than individual fittings. ete de ~_ aie ns 9 sey 
named assistant sales manager of Pre- 
Kits include all necessary parts for mast installation as cision Transformer Corp., ( hicago, 
illustrated, except conduit. Fittings available separately Ill. He will be in charge of the firm’s 
specialty sales organization 
New Catalog 59 wives details and prices on complete I . 


line of electrical fittings. Write for your copy today 
John P. Bennett has been appointed 


manager of marketing research of 
I-T-E Circuit Breaker Co., Philadel- 
phia, Pa. Bennett, formerly manage! 
of market planning at the firm’s Bull- 
dog Electric Products div., Detroit 


The M. &W. ELECTRIC MFG. CO., Inc. [Ait eam 


EAST PALESTINE, OHIO nalysis committee of the 
; \ 


Electrical Manufacturer's Association 
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THE BEST COSTS LESS... 22 2eZ@.” 


Sell Republic ELECTRUNITE’ E.M.T. like a consumer con- 
venience item—off the shelf, off the rack! 

Like a consumer product, Republic ELECTRUNITE is pre- 
sold through a constant program of national advertising in 
leading trade publications. Pre-accepted by thousands and 
thousands of contractors and electricians who use Republic 
ELECTRUNITE everyday under all conditions of service 
They know . the dest costs /ess installed! 

Lightweight ELECTRUNITE is made of highest quality steel, 
carefully controlled through every step of manufacturing 

If you haven't got it—get it! Call your Republic repre- 


sentative for a dynamic demonstration. 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 


Cleveiand 8, Ohio 
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SILVERSLICK 
F pt 


— 
ate “INCH-MARKED 
RUNIT 


~* -~— 


GUIDE-LINED 





Another Reput 

sales aid. The Bend 

System booklet, 
xilable impr 


for your counter 





Concept in 


Motor Control 
BY 
FURNAS 


ELECTRIC 


This NEW outstanding line of 


e - Z e - . 
\ oar - | Magnetic Starters features ad- 
(Oy, a 


NS) aa P 
“aie et performance and longer life. 


vanced design to assure superior 


It reduces parts inventory and 
provides quick and easy field 
modification. 


ICV ° ‘ 
AY 
; . trip-free Thermal Over- 
Dual Voltage 110-220 , P 
: load Relays- manual or auto 


4 


or 220-440 Volt Coil reconnect f 

bl } b. M f matic reset. Third overload re 

able on the job. Magnet teatures 
J ; lay kit can be easily added in 


ust one moving part. 
J i the field, 


VA A 


¥ non- tracking Contact YY Modification Kits in- 
Block is impact resistant. Cor clude push button, selector 
pletely visible and front remoy switch, pilot light, and third 


ible silver-cadmium oxide con H overload relay 


tacts 


WRITE TODAY FOR FREE 


COLOR BULLETIN 4-Bl, featurine Maeneti 
Starters ough 400 bp. 1069 McKee Street, 


FURNAS ELECTRIC COMPANY 


BATAVIA, ILLINOIS 
SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 





SALES REPRESENTATIVES 


The Anderson Electric Corp., Birming 
ham, Ala. has appointed Andrew | 
Polich, Inc Portland, Oregon as 
sules  representatiy n Oregon and 
parts of southern Washington 

James J. Stenger has been appointed 


factory sales representative n Ohio 


Gross Electric i ed Ohio. 
Wholesale divisiot been named 
northwestern Oni stributor for 


Kaiser Aluminum’s 1 conduit 


Jonannesen Electric » wee, in 
dianapolis, Ind. has been appointed 
a distributor for th ontrols Com 


pany of Amer 


Five lighting representatives, Richard 
C. English, Tom Bjorge Sales Co., 
James B. Richardson, George R. Pat- 
terson, and Herman Garrett, have 
been appointed by The Miller Co., 
Meriden, Cor Richard J. Slattery, 
who has been a sentative 
in the lowa-Neb { ea h yeen 
transferred to oO t e over the 


Cincinnati-Da 


Grip-Tite Mig.. ™ ft Winte 

set, lowa has ppoint Western 
Power Products, Inc {f Portland, 
Ore gon and Seatt I as repre 
sentatives tor t | tuts chor 
division ( \ shington, 
western M { ) daho, 


ind Alaska 


NEWS 


Three Win 
Electrical Essay Awards 
NEW BRUNSWICK—Thi 


rol <t 
school stuc 
SSU SaVINYS 


essays on | 


Electrical 
| he es 
ngle Cor 
nonor ol 
ind W 
dents in 
The 
Stated 


| 
yvecome 


Summer Light Bulb 
Promotion Announced 
BLOOMFIELD, N.J 

summer light bulb 1 
Nas as Its 
Lighting | 

has 
A" estingho IS 


house Electric 
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Electrical Device 
Aids Heart Treatment 
NEW YORK Development of an 


electrical device for use in treating 
Interruptions of normal heart rhythm 
during surgical operations has been 
announced by J. E. Corette, president 
of the Edison Electric Institute 

Known as a closed-chest defibrilla 
tor, the new device makes possible 
the restoration of normal heart rhythm 
by means of electric currents sent 
through the heart from electrodes 
placed on the surface of the chest 

The development of the device re- 
sulted from research carried on at 
Johns Hopkins University under a 
grant from EEI 





OBITUARIES 





Francis J. Airey 


Francis J. Airey, age 82. founder of 
the F J Airey Co., Inc. Los Angeles. 
Calif.. died May 3rd after a short 
illness. He was a member of the elec 
trical manufacturers sales agency for 
24 vears until his death 


Earl A. Wilson 


Earl A. Wilson, age 73, died on May 
8th in Philadelphia. He was president 
of the Colonial Electric Co Inc 
Philadelphia, Pa. He founded the firm 
in 1921 and was an active member of 
the National Association of Electrical 
Distributors 


Eugene F. Griffin, Sr. 


Eugene F. Griffin, Sr., 66, president 
of Union Electric Co., Inc., died April 
18 in Richmond, Va. He was a mem 
ber of the National Electrical Con 
tractors’ Association and the Interna 
tional Association of Electrical In 


spectors 


George J. Gross 


George J. Gross, 69, founder and 
president of the Gross Electric Co 
died March 26. He was a pioneer in 
the “chain and pan” type of lighting 
fixture, which combined both gas and 
electricity as source of light 
Otis Kirlin 

Otis Kirlin, age 94, died on April 
21 in Michigan. He founded the 


Kirlin Company lighting — fixture 
manufacturers, located in Detroit 


C. P. Damm 


C. P. Damm, honorary life mem 
ber of National Association of Elec 
trical Distributors, died Feb. 10. He 
was associated with Independent Elec 
tric Co., Muskegon, Mich 
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TOLEDO 


— 


= ‘ 
) 1 @ ete T - arr a 


© The Finest of all 
se Power Drives 


ALL SIZES UP TO 2 


TOLEDO 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


THE TOLEDO PIPE THREADING MACHINE COMPANY TOLEDO 4, OHIO, U.S.A. 





To help you 
SELL 
Knopp 


Voltage 
Testers— 
let me send 


you this FREE 
Display 


We've | nic 
worked out for you 
sell Knopp Voltage 
turnover and 


One of the fe 
for distributor 
counter display whicl 
sales job and thereby n 
with practica‘ly no effort 
part. And a 


SAFETY SWITCHES 
That Meet the New NEMA Standards 


KNIFE BLADE INDUSTIAL 
FUSIBLE AND NOT FUSIBLE 





30 
To 
1200 
AMPERES 








2'2" x 24%” 

a” a” 

6” 6” 

3” 8” 
IN 

1 Tro S&S FooT 

LENGTHS 


WIRING TROUGHS 
With Knockouts and Without 
A COMPLETE LINE OF FITTINGS 











7 VE BETTER 


ang 


| 
KNOPP 


_ 


4 DESERVE 


Voltage Testers with their wonder 
ful features please users and build 
soodwill for you 


SO may we suggest that you ask 

send you the full details 

Knopp Voltage Tester 
kage-deal’’ for distributors 


KNOPP INC. 


Dept. A-12 1307 66th St 
Oakland 8, Calif 


SERVICE EQUIPMENT 
A Fusible Device for Every Need 


DRYER — RANGE — WATER HEATER 
HEATING PANELS — AIR CONDITIONERS 





30 


— 

To B . 
OW 

200 Ceee 


AMPERES 











DOUBLE POLE 
AND 
SWITCHING 
NEUTRAL 
15 to 50 Amps. 

THERMAL 
MAGNETIC 
QUICK 

MAKE & BREAK 


**E-Z-RED”’ 
CIRCUIT BREAKERS 
INTERCHANGEABLE 
NON-INTERCHANGEABLE 











JheWf ADSWORTH Chcitic 


MFG. CO.. INC 


COVINGTON. KENTUCKY 


NEW LITERATURE 





Switches New catalog and price list 
describes basic snap action switches 
switches, foot 

mercury and actuating 
Booklet available from PIC 


General 


enclosed snap action 
switches, 
switches 
Automation 


Controls Co., 


controls div., 


Skokie, Ill 


Relays 
features various relays, steppers, sole 


Fight page illustrated folder 
noids, contractors. rectifiers and re- 
available 
Corp New 


Circular 


Relay 


lated components 
trom Universal 

York, N.Y 
Heating Controls 


chure describes electric heating con- 


Four-page _ bro- 


trols, including wall-mounted and in- 
tegrally mounted Also 
wiring and operating principles of 
controls Booklet available from 
White-Rodgers Company, St. Louis 6, 
Mo 


shown is 


broadside called 
Happening,” has 
the National Wiring 


It is said to be designed to 


Broadside—A_ new 
“Big Things are 
been issued by 
Bureau 
help the electrical industry in local 


promotional campaigns. It reveals 
how the industry planning guides can 
help to stimulate staff and industry 
allies how they point the way to 
the kind of campaign needed in 


given area, the NWB says 
Alternator-Sets bulletin 
describes high-performance, statically 
controlled 400-cycle motor-alternator 
sets up to 5 kva 3 phase output 

Window Fan and Evaporative Cooler 
Motors—Two-page publication, GEA 
6891, has 


Four page 


complete description of 
latest design features of shaded pole 
motors for window fan and evapora- 
tive cooler applications Photo- 
electric Street Lighting Control 

Bulletin, GEC-1524, four 


describes control 


pages 
elements hoods, 
and relays for outdoor lighting cir 
Capacitors for Electrified 
Four page bulletin, GEA- 


describes pump-motor 


culls 

Pumping 
6625, capaci 
tors, 2 to 15 kvar, 460-v, and applica 
Form 
Four 


tion to oil field system 

Wound Coils for Fast Shipment 
page bulletin, GEA-6556, describes in 
text and illustrations, manufacturing 
techniques for fast shipment of form 
horse 


wound ac coils up to 5000 


power All publications are = avail 
able from General Electric Co 


Schenectady 5, N. ¥ 





NEW YORK—Aluminium Ltd., wil! 
establish a new aluminum fabricating 
industry in New Zealand 
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High-Voltage Starters — Eight page 
bulletin describes line of high voltage 
Starters manufactured by The Electric 
Controller & Mfg. Co., div., Square D 
Co. Booklet covers starters for squirt 
rel cage, wound rotor, and synchron 
ous motors, in both air-break and oil 
break forms, for use on 2200 to 
4800-v systems 


Transformers — Sixteen page bulletin 
describes line of transformer units 
Booklet provides basic edsign, applica 
tion and specification information 
Published by I-T-E Circuit Breaker 
Co., Philadelphia, Pa 


Air Conditioner Sixteen page book 
let, “How to Choose the Air-Condi 
tioner That’s Best for You.” has been 
published by the National Electrical 
Manufacturers Association. 


Hospital Fixtures—Twelve page book 
let on explosion-proof and non-explo 
sion proof fixtures for hospitals now 
available from Appleton Electric Co., 
Chicago, Ill. Shows application and 
installation methods 





Contact with Confidence 
Continued from page 52 


you ve overstayed your visit, perhaps 
you wont be so welcome the next 
time 
Another big mistake that a lot of 
new salesmen make is in not knowing 
when to ask for the order,” he says 
There are plenty of cases where the 
young salesman has gone right up to 
the point of sale—then walked out 
The p.a. won't offer the order. It's up 
to you 
“You've got to know how your cus- 
tomer thinks and lives, what he is 
doing and how he reacts to certain 
things. Above all there has to be 
sincerity on both sides.” 
e New Accounts—“When I visit a 
new account I usually introduce my 
self, tell him where I'm from, what 
we carry, and try and get him to 
accept our catalog. Then I tell him 
about our strong belief in the 
of service to the customer 
In a few days.” Stone continued 
he may give me a call and throw a 
few bones—dog items—in our direc 
tion. This ts the test. When he sees 
good service, bigger orders come in 
and confidence develops Add one 
more account 
If he calls and we don't have the 
item in stock, I tell him that we don't 
have it and offer to get it for him 
and deliver it when he needs it 
“Good service goes for everyone 
Stone smiled easily Ihe big and the 


small we sell confidence to all 
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POWERCRAFT = crocys 


PRIMARY FOR IMMEDIATE 


BUS SUPPORTS SHIPMENT 


'* Contractors, Industrials, and 
Utilities rely on the accuracy 
‘of these Bus Supports to meet 
exacting service conditions. 
jAvailable for Indoor and Out- 
‘door Service — flat or pipe 
‘mounting. Conform to NEMA 
* Astandards. POWERCRAFT in- 
}‘vites your inquiries on any 
j,qspecial Bus Support require- 
‘yment. Other POWERCRAFT 
1 ‘Products . . . Indoor and Out- 
[door Disconnecting Switches, 
j({Bus Clamps, Power Connec- 
ators, Pipe Frame Fittings for 
41°" |. B.S. Pipe, and Clamp 
; q!nsulator Supports. 


SEND FOR NEW CATALOG 


POWERCRAFT CORPORATION 


2215 De Kalb St. Phone Prospect 6-4532 ST. LOUIS 4, MO 
Since 1932 


yous’ Trine’ 


new lighted 


‘ 
aw . 
ten 8, mite 


SOLID BRASS 


TOTALLY ENCLOSED & 
DISPLAY DEAL NO. 11 dramatically ~ for 


introduces the new lighted ‘‘mite,"’ " } 

with FREE transformer ready to plug electric oot 

in and light up for demonstration ringing 
includes stock tray and 10 pieces 


assorted backup stock bells 
Total List Price $14.10 


button chimes 


The standard %” flush, midget push button engineered 

with a miniature electric bulb that stays lit for years. Re- 

places all push buttons of this type, with or without plates 
NO SPECIAL WIRING REQUIRED 

$1.25 


No. 455 6-16 voit 
LIST PRICES io. 456 24 voit $1.60 
POLISHED BRASS OR| CHROMIUM FINISH 


Write for Full Color Brochi 


Trine Manufacturing Corporation, 1430 Ferris piace, New fork, WY. 





NOw! 
TITCHENER 


HOLD-TITE 
cable staples 
the only complete line! 


YES ... for BX, romex, service 
entrance, electric range and A-Z 
cables . . . now you can supply 
HOLD.-TITE staples. Contractors 
prefer Hold-Tites because they 
are EASY TO DRIVE and 
WON'T PULL OUT! Every staple 
has barbed legs that dig right 
in and stay put even in 
plaster and composition wall 
board. Sharp points make driv- 
ing easier even into the 
hardest woods. Hold - Tite 
staples finish the job . . . satisfy 
the customer. Order a complete 
supply today. Prompt delivery 
from stock, 


Try HOLD-TITE staples for yourself! 
Send for free sample. 

SS 
1 —. H. TITCHENER & CO. 
{ 68 Clinton St., Binghamton, N.Y. 
Send free samples and prices of 
HOLD.-TITE staples 
Round Wire Type 
Flat Wire Type 


Pewee weeee = 


- 
w 
nN 


Ist Quarter Economic Report 


Continued from page 87 


earnings results in the future, and 
copper business and prices are con- 
tinuing better than a year ago. 


Housing 


Building materials makers enjoyed 
a 74.5 increase in first quarter earn 
ings from the 1958 first quarter and 
look forward to another big gain 
in the second. Private housing starts, 
which showed a decline on a season- 
ally adjusted annual basis in’ both 
January and February, rose to 1,- 
390,000 in March. This is reported 
to be the highest figure for a March 
since 1955 

Total new construction in March 
was also reported at a new high. 
[his apparently resulted from private 
commercial 


activity and = increased 


public construction 


Tax Revenue 


Federal economists reportedly are 
looking forward to larger Govern 
1959-60 than the 
$77 billion estimated in the Federal 


budget estimated for that fiscal year 


ment revenue in 


This estimate assumed corporate pre- 
tax profits in calendar 1959 of about 


$47 billion, which in themselves 
would be the highest in history 
However, some economic analysts 
speculate that profits in the first quar- 
ter this year 
adjusted annual rate of perhaps $50 
billion 


that, taking into account 


reached a_ seasonally 


They apparently are assuming 
a possible 
decline in the third quarter and a 
spurt in the fourth quarter—to a rate 
perhaps as high as $55 billion a year 

the full calendar year total could 
match the first quarter rate of $50 
billion 

Since the corporate tax rate Is 
52°, that would mean $1.5 billion 
more in tax revenue than the budget 
estimate for fiscal 1960, Corporate 
income taxes on calendar 1959 prof 
its are paid in 1960 

This would mean an even greater 
gain over the corporate tax revenue 
for fiscal 1959, derived from 1958 
pre-tax earnings which amounted to 
$37 billion 





Two Firms Agree 
On Patent License 


NEW YORK, N.Y Arrow-Hart 
& Hegeman Electric Co., Hartford, 
Conn., has reportedly been granted 
the non-exclusive right and _ license 
to manufacture and market switches 
under the “Touchette” 
by Rodale Mfg. Co., Emmaus, Pa 


patent owned 


PLUGMOLD 
GIVES MORE 
OUTLETS FOR 
LESS MONEY 


Your customers are seeing this 
message and being told to see 
you in leading trade journals — 
PLUS being exposed to sprightly 
PLUGMOLD cartoons in Saturday 
Evening Post, Time and many other 
periodicals. Wiremold’s goal is to 
move goo ils out of your stock. The 
Wiremold man who calls on you 
has plenty of sales helps for your 


own salesmen, too. 





Eliminate situations like 


this “Plug Ugly 











WireMoLD 


THE WIREMOLD COMPANY « HARTFORD 10, CONN. 


rar 


(UP TO 3 NO. 12 CONDUCTORS) 


PLUGMOLD 


PLUGMOLD 3000 (UP TO 8 NO. 6; 10 NO. 8) 


VARIOUS SIZES AND SPACING. ALL-STEEL, GROUNDED 


Dl aaa 


: ALL PLUGMOLD IN BUFF OR GRAY PRIME COAT 


PLUGMOLD’ 
GIVES MORE 
OUTLETS FOR 
LESS MONEY 
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ASSOCIATION NEWS 





PHILADELPHIA Ihe Joint Re 
search Committee of the National In 
dustrial Distributors Association and 
the Southern Industrial Distributors 
Association has announced plans to 
take the distributor’s case to plant 
purchasing agents across the nation 
fo help industrial buyers understand 
and appreciate the distributors vital 
role, a series of articles is being pre 
pared for publication in the purchas 
ing agents’ own regional publications 
Here are several of the tentative titles 
‘How to Get the Most Out of Your 
Industrial Distributor, 

‘Why Manufacturers Sell Their Prod 
ucts Through Industrial Distributors 
‘Distributors Analyze Profitability of 
Their Lines: Are You a Good Cus 
tomer? 

‘Help When You Need It Most 
From Your Industrial Distributor 
‘Distributors’ Self-Analysis and Self 
Help Programs Should Benefit All 
Purchasing Agents 


NEW YORK—Members of the Elec 
trical Association are to hold thei 
thirty second annual outing on Thurs 
June 1] at the Westcheste! 

Club, Rye, N.Y 


NEW YORK Ihe Eastern 
trical Wholesaler Association 
heldits 2 
Saturday 
Grand B 
Astoria 


innual dinner 


SALES AIDS 

Westinghouse Electric Corp.. Bloom 

field, N. J.—Christmas tree bulb pack 
ige, cellophane window S-pack 

ils bulbs in attractive display. Bulb 

tilable in C9 ae and C6 sizes 
contains, one red, one bluc 


rc, ONE Lreen, and onc 


Mueller Electric, Co. 
p box design 
M 
Between jas 


Zes 
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what do 
you want in 


a flexible 
control cable? 


. 


THE BIG NEOPRENE LINE... 


66 


NEOPRENE 


TYPE SO, UL APPROVED 


How many conductors? 

Bronco 66 Certified is made with from 5 to 60 
conductors — more on special order — and carried 
in stock in nation-wide company warehouses, 


What A.W.G. size? 
Bronco 66.Certified ranges from size 18 through 4. 


Bronco 66 is a true Type SO, oil-resistant cable 
the only portable control cable to bear UI ippI 
Outer protecting jac ket is certified by a Register 
Professional Engineer to contain not less than ¢ 
Neoprene — highest content in the industry! 


| 


Molded” permanently into the jacket are 
Bronco 66 Certified, type, size, number ot 
mnductors, rated voltage. With data re peat 
very two feet exactly, cable is self-meas 


You get a degree of flexibility that cant | 
equalle d because only Bronco 66 Portable ¢ 
Cable is Synchro-Cured, fine stranded 
electrically annealed for maximum flex life 


Aliso stationary contro! cables , *uU 


and shielded control cables No. 2867001 


WRITE FOR FREE, CONDENSED CABLE CATALOG 





FOSTORIA LOCALITES 


with Amazingly COOL 
HEAT VENTILATED REFLECTOR 


% Equipped with marvelous 
new collar-dise arm joints. 
MODEL iy 

55-VCX-701 yt + 

$$8°3_ @ a marvetous 

in Std. Pkg SEEING TOOL FOR 

FASTER BETTER WORK 


Direct light exactly 


where needed. Fric- 

tional arm and collar 

dise joints give flexibil- ey 

ity of a thousand posi- 

tions. Rugged construc- 'NNER SHIELD 
|} tion, heavy duty socket ACCESSORY 


: for extreme 
Levolier switch, uni-  cgoiness when 


versal base using 100-watt 
lamp 





WRITE for complete 


eee U, YAP ¢ Ce 


dustrial use 


THE FOSTORIA PRESSED STEEL toria 


CORPORATION, FOSTORIA, OHIO 
Localites are available through for Light OW the Job 
wholesalers everywhere. rye 





BELLS and 
BUZZERS 


BELLS and 
BUZZERS 


BELLS and 
BUZZERS 


Large or small, 


has ’em all! 
SIGNALING 
EQUIPMENT 
AUDIB E SIGNALS 
AUTH produces a large variety of electric bells and NNUNCIATORS 
buzzers for indoor, outdoor and marine use; for light $e : by 4 
or heavy duty use; for A.C. or D.C. operation on ; 
voltages from 1'2 volts D.C. up to 250 volts 
Join the great expanding group of Auth signaling 
equipment users. Write now for latest catalog sheets 
on “Bells and Buzzers’’ or contact our nearest 
representative in your area 
Sold iv coope ration with the Distributor 


AUTH ELECTRIC CoO., Inc. 


Dept. W-6 LONG ISLAND CITY 1, NEW YORK {so orien” 


NEW PRODUCTS YOU CAN USE 





Ladder 


Howard B. Rich, Inc., Carrollton 
K\ 

All aluminum industrial stepladder, 
with lock-on platform that can be at- 
tached to any step for use as pail sup- 
port or working platform, maker says 
Wets. 8-lbs. for 4-ft model, 10-Ibs. for 
5-ft. model, and | 2-lbs. for 6-ft. model 


Lift Truck 


Vaterials Handling di Yale & 
Towne Mfg. Co. Philadelphia, Pa 

Forks and carriage of 2,000, 3,000 
4.000-Ib capacity, electric lift truck 
are moved forward and backward hy- 
draulically when picking up and de- 
positing load, maker says. Available 
with both 


12 and 24-v electrical sys- 


tems 


Power Tool 
Skill Cor] C /uicas ? Ill 
Half-inch right angle drill and selt 
feeding bits now available. Designed 
to drill holes where conditions would 
prevent use of straight-line drill, 


maker says 








We stock 
every conceivable 
type and size of 
ELECTRICAL WIRE 

and CABLE 


IMMEDIATE DELIVERY 
WRITE + WIRE « PHONE 


EASTERN ELECTRIC 


Sales Company 
3000 W. Columbia Ave. 
Phila. 21, Pa. 


POplar 9-0400 
TELETYPE: PH 913 
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RIGID 
PIPE NIPPLES 


assorted in‘cartons 


CSA 
V2" to 2” sizess HOT DIP GALVANIZED 


25 and 100 nipples in cartons 
of assorted lengths from 
close to 6” long 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 





WRITE FOR 
CATALOG 


KRUEGER & HUDEPOHL, INC. 


1045 EVANS ST., CINCINNATI 4, OHIO 
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MORE NEW PRODUCTS 





Tester Device for testing insulated 
tools is now available 


110-v, 60-cycle a.c 


Designed for 

circuits. ‘Tester 
can be plugged into standard electrical 
outlets or used by running extension 
cord to secondary, maker says. e A. 
B. Chance Co., Centralia, Mo. 
Lamp Harnesses Completely wired 
ready-to-install, with different com 
binations of fluorescent lamp holders 
Starter sockets, switches and plug-in 
ballast, maker says. Can be supplied 
for incandescent lighting also. maker 
says. @ Kulka_ Electric Corp., Mt. 
Vernon, N.Y. 


Fusible Main—New 200-amp, fusible 
main 1s. three pole two Tuse solid 
neutral, 1 20-240-v, a.c. Door operated 
tvpe. maker says. @© Wadsworth Elec 


tric Co., Inc. Covington, Ky. 


New Consumer 
Division Announced 
BOUND BROOK, N. J 
tion of a new consume! 
Silvray Lighting. Inc.. of Bound Brook 


I orma 
d 


ivision for 


has been announced 





Two New Minerallac Quality Products 
Designed for Jobs Too Heavy for 
Standard Jiffy Clips 


MINERALLAC 


Heavy Duty so Medium 
JIFFY CLIPS 











Also 
available 
without 
mounting 
hole for 
use with gur 


THIS INVERTED RIB 
DOES THE JOB 


Made of heavier mater ex 

inverted rib, that provides more strength at 
the bend of clip and, of « adds 
the benefits of famous “Snap On” feature! 


rder 


Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 
MINERALLAC ELECTRIC COMPANY 
25 North Peoria St Chicago 7, Ill 


MINERALLAC 


MEASURE, CUT 


AND REWIND 
your own 


wire and cable 


FOOTAGE METER 


W 


ALSO AVAILABLE 
* Variable Speed 10-70 RPM 
* Collapsible Coiling Reel 
* Shaftless Rewind Machine 








COLUMBIA PRODUCTS, INC. 


WRIGHTSVILLE 3, PENNSYLVANIA 

















A GOLD MINE... 


of information You Need! 


Stake your claim for $4.00 


Electrical Equipment Manual 


by J. F. McPartland and W. J. Novak 
Here's 4) years of the ‘‘Salesmen's Technical Notes'' presented in a new 
format in this 176-page, 6” by 9” hard cover book 
Everyday, easy-to-use data on 
® Lamps ® Motors Motor Controls 
® Wire and Cable 
Transformers 


® Lighting Fixtures Wiring Devices 


© Air Conditioners Switches 


Capacitors Relays 


® Heaters 
won Pole Line Equipment 


Protective Devices 


Switchboards & 
Panelboards 


a . rs 
Generators Raceways and 


® Sound Systems Busways 


Fully illustrated to cover CONSTRUCTION, OPERATION and INSTALLATION — 
with SPECIAL EMPHASIS ON THE NATIONAL ELECTRICAL CODE 


GIVE a copy to each of your salesmen, to customers! More than just a 


nice gesture, it's a big benefit in a small package, at a low cost 


GET this 


ready answers to all common questions about electrical products 


book for yourself! It will pay for itself a thousand times over with 
making 


you more valuable to your customers, adding real punch to your selling 


SELL this book over the counter! Just stack them up on your sales counters 
and watch the action. Order 50 or more at the quantity rate of $3.00 per copy 


Please send me copies of the sturdily-bound 


Electrical Wholesaling 
Dept. 270-059 

330 West 42nd St., 
New York 36,N. Y 


176-page book ‘Electrical Equipment Manual” at $4.00 
per copy ($3.00 per copy for orders of 50 or more 

Enclosed is full poyment of $ 
PLEASE PRINT 


NAME 


ADDRES 





NAED Adds Two 


NEW YORK, N.Y Iwo New 
England firms have been added to 
the membership of the National Asso 
clation of Electrical Distributors he 
new members at Mendell Electric 
Supply Co nk New Bedtord 
Mass... and itv. Electric Supply Co 


Inc Malden 


Moves To 
New Location 


CHIC AGO—C 
Chicago Branch 
new quarters. TI 
address 1s: Cen 
West Hig 


Electric Bills 
On Credit Cards 


Custom 
Co. ma 
on credit Cards 
Industr 
puoi 
Parti 
oraH 


SCTVICE 


ial 





~ PRECISION 
Engineered 
Fittings 





¢ 
! 
Tiaieell 





M. STEPHENS 


Mfg. Inc. Los Angeles 11 
814 E. 29th St. ADams 1-9147 
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All-P 
urpose Motor CLASSIFIED ADVERTISING 


ppc. 5p SELLING OPPORTUNITIES 


tor-generator, one that can be wired to 


imulate any type of existing electric AGENTS WANTE LINES WANTED POSITIONS WANTED 


motor will soon be in use in elec BUSINESS OPPORTUNITIES 


1 


trical engineering labs of 150 colleges UNDISPLAYED RATES DISPLAYED 


across the country in enyvineeriny $1.50 per line minimum 3 lines. To figure ad The rate for Employment ts $13.50 per inch for 
nub] itions nh t vance payment count 5 average words ca a line advertising appearing on other than « cemtract 
I « reports asis. Contract rates quoted om request. Sub 
| ne unit Ww J — > Box numbers c s as 1 line ect to Agency Commission 

as deve loy ed by Prot Position Wanted ads are % the above rate Other advertising is $12.25 per inch 


David (¢ White and Dr Herbert H agency commission t 
e for 4 consecutive insertions 


An amerterne inch is measured %” vertically on 
Wor dson ol Massachusetts Institute = ® column—€ columne—S0 inches te 6 page 
otf Technolog White W j Send NEW ADS or Inquiries to Classified Adv. of ELECTRICAL WHOLESALING 

L\ lite and oodson P. O. Box 12, New York 36, N. Y. for July issue closing June 15th 
reportedly spent six vears on the pro 
ect, which is part of a basic altera 
tion in the electrical engineering col BRANCH MANAGER WANTED 


lege curriculum aimed at giving stud He . * 


Not subject 


Discount of 10% . full payment is made in ad 











ents a more generalized approach to 
the subject 

RW 1514 ELECTRICAL enna 
POSITION VACANT \ MICHIGAN AVE. CHICAGO 


$100 Million To Small Experienced electrica! supply man —— pouner 
Builders In 1960 ucts. Pull Line house, Can use insidessieand | ELECTRICAL LINES WANTED 
, FOR CALIFORNIA 


i } Wr esi 








I ederal agencie - . 
at ak S are expected to s« by an aggressive and experienced sales repre 
SELLING OPPORTUNITIES OFFERED sentative located in Los Angeles Warehouse 


aside almost $100 million in contracts facilities 
fo ontot ted: Outlet and Switchboxes, 
for small construction companies nepeeemee ner pena , rae tereste ye RA-9630 Electrical Wholesaling 

, P.O. Box 12, HN. ¥. 36,8. 7 





RW i ect Ww ‘ Class. Ady 





during fiscal 1960, reports Engineet 

ing-Record i McGraw-Hill publi Sales representatives wanted by manufacturer 
if! . . ; ; = , * 

cation eine Lasbetons ee NEW SALES AGENCY 

M DI Northe f é New 





W 


} P WwW ‘ 
Overtime Hours’ Index Manufacturer of Electrical Wire Connectors alae . st 
nee ‘ t Butta t Albar New RA—1647 Electrical Wholesaling 
12, N.Y. 36, N.Y 


50% Above 1958 Level a : R W.11 ile — Ay hh Class. Adv. Div., P.O. Box 


NEW YORK, N. ¥ Industrial ac 
SELLING OPPORTUNITIES WANTED 


tivity in primary metals and electrical 








\ > > MA fact p Agen r 
machinery pushed overtime for manu vee qonebmene’ iggy ap wig yas Re 
facturing workers 50 per cent ab ‘ Have five ‘ Large W t 


Reply RA-1653 Electrical Wholesaling 


ar ago levels in March, a repor W 
Class. Adv. Div., P.O. Box 12, N.Y. 36, N.Y 


iVS 
Would like to relocate in Central states 








& t I 
‘ WI} 


Enters Electric BUSINESS OPPORTUNITY 
Home Heating Field For sale in growing southern city electrical 


Arvil Industries Inc ot ylun t ‘ the erest I r t 
) “ ‘ n é sale In 
bus, Indiana, for many ve Georgia 








portable electric heater field } — : 
ter the electric home heating field MANUFACTURER REPRESENTATIVES WANTED 
ibout July 1, a report say lo Employers Who en i . i sols 


Advertise for Men: 


Mire and Cable : Se a cue Pea 


WHEN YOU WANT IT 








From Chicago you can get immediate delivery on 
] 


Your Inquiries to Advertisers 


ns ZB Will Have Special Value ‘ 
f ye the advertiser—-and 


very Advertise Lor ve 


Paes VCL Power Cable met inted ily Authorized : 
the p iblisher, if you mention thi 





Which is one of the many constructions t icat a\ { : Ail 
carried in our Chicago Warehouse Stock publication. Advertisers value 
Also all types of Power, Control, Lighting highly this evidence of the publi 
and Communication Cable tion y¢ ré 
Let us supply your wire requirements tee ieee 
*nable the publishers to se 


ad. Satisfied adver 


evens. WIRE & CABLE CO. advertisers and—more 
15 N. Paulina Street 
ae ot 13, Illinois 
Stocks carried in Houston McGRAW-HILL PUBLISHING COMPANY 
and Los Angeles j } } ( } 


( a D rti i re informa 
assified a rf ” i] 
( or ! 18 t or better 


YOU 
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ARROLET 


SWITCH BOXES 


help 

carry 

the load of 
Modern 
Home Wir 


4” OCTAGON BOX 


with BF Bracket 


are for split 
nd mounting 


15KNBF 


Non-Gangable 


SWITCH BOX 


Rauge wai 
Means precisio 
quickly and eas 
= 180NG 


These are modern boxes for modern 


home wiring deal for your next 


job. Write for specification sheets 


Quality Needed for Tomorrow 


is in Arrolet Products Voday! 


SWITCH BOXES 
OUTLET BOXES 
BOX COVERS FITTINGS 


ARROLET 


CORPORATION 


Montgomery, Penna 


Seles Representatives & Warehouse Srecks® BALTIMORE MD 
* *CHICAGO, ILL * “CINCINNATI OHIO © DALIAS. TEX 
* GREENSBORO. WC + “KANSAS CITY, MO 
ave * *mianw FLA . 
mass * “ 
OCHESTER NY 





ADVERTISERS’ INDEX 


Accurate Mfg. Co. 121 
Acme Electric Corp. 
Adam Electric Co., Frank 
All Steel Equipment Ine. 
Allen-Bradley Co. 
Allis-Chalmers Mfg. Co. 
Amprobe, A’ Div., of 
Instrument Corp. 
Anaconda Wire & Cable Co. 80. 81 


Appleton Electric Co. Second Cover 


Pyramid 


Arro Expansion Bolt Co, 105 
Arrolet ¢ orp. 138 
Arrow-Hart & Hegeman Electric 
Co... The 124, I 
Auth Electrie Co., Ine. I 
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Bell Electric Co. 

Blackhawk Industries 

Bryant Electric Co., The 110, 
BullDog Electric Products Co. 
Bussmann Mfg. Co. Fourth Cover 


Carol Cable Co... A Div. of the 

Crescent Co., Ine. 
Champion Lamp Works 
hase-Shawmut Co., The 

hase & Sons, Ine. 

ircle Wire & Cable, a Subsidiary 

of Cerro de Pasco Corp. 

lark Controller Co. 

olorado Fuel & Iron Corp. 
olumbia Cable & Electric Corp. 
olumbia Products, Ine. 

onduit Fittings Div. of U. 8. 

Industries, Ine, 

onduit Nipple Mfg. Co., Div. of 

Pittsburgh Nipple Works, Ine. 
onduit Pipe Products Co, 
ontinental Wire Corp. 
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ope Ine.. T. J. Div., Rome Cable 

Corp. 78 
ordomatie Corp. 102 
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urtis-All Brite Lighting. Ine. hey 


ee ee a 
vioInevw 


Diamond Wire & Cable Co. 
Dossert Mfg. Corp. 
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Economy Fuse Div.. Federal 

Pacifie Eleetrie Co. 
Edwards Co. 


Electrical Wholesaling 
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Fullman Mfg. Co. 


Nh 


ee 


we 


le 
an on 


Gedney Electrie Co. 

General Cable Corp. 

General Electric Co. 
Lamp Division 

Guth Co.. Edwin F.. The 


Heinemann Electric Co. 
Henderson-Hazel Cor p. 
Holub Industries, Ine. 
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Paranite Wire & Cable Div., Essex 
Wire Corp. 28 
Pass & Seymour, Ine. 26 
Phelps Dodge Copper Products 
Corp. 30 
Pittsburgh Standard Conduit Co. 19 
Plymouth Rubber Co.. Ine. 
Third Cover 
Porcelain Products Co. 66 
Powercraft Corp. 131 


Ramset Fastening System 100 
Remeon, A Div., of Pyramid In 
strument Corp. 74 
Republic Steel Corp. 27 
Revere Electric Mfg. ; 20 
Reynolds Metals Co. 106 
Ridge Tool Co., The 116 
Rodale Mfg. Co., Ine. 82 
Roebling’s Sons Corp., John A. 99 
Royal Electric Corp. 1] 


Slater Electric & Mfg. Co., Ine. 11: 
Square D Co. 

Steel & Tubes Division 12 
Stephens Mfg. Inc.. M 13¢ 


rhermoid Div.. H. K. Porter Com- 
pany, Ine. 86 

Thomas & Betts Co., The 34 

litchener & Co... E. H. 132 

foledo Pipe Threading Machine 
Co., The 

rine Mfg. Corp. 
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SAFE and SURE 
... AS A SLIPKNOT SPLICE 








DEPENDABLE ADHESION ... 
NEVER DRIES OUT 





Wruar do you look for in friction tape? Such a small part of the total 
job cost, yet so vital . .. each splice you make must be final, permanent 
and safe. In the long run, SLIPKNOT quality — tape that never dries 
out — that stays on the splice — costs you less. 


Expert electricians know that SLIPKNOT FRICTION TAPE has never 
failed .. . that’s why it’s the most widely used friction tape in the world 
. . why it’s found in all the best splices. It should be in all of yours. 


Next time, specify SLIPKNoT from your distributor. 


PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 1896 CANTON, MASSACHUSETTS 





Electrical 
Protection 


goes 


MODERN 
with 
BUSS Fuses 
at 
485 Lexington Av. 
New York, N.Y. 

In keeping with the 
modern trend the electrical! 
protection for this new 60 
story office building is 
BUSS Hi-Cap and FUSE 
TRON dual-element fuse 





No other type ol 
tective device can matcl 
fuses in providing the high 
interrupting capacity and 
dependability required for 
today’s circuits. sites 
t eri betet hebtet 


Werereeteret occa: oo! 


BUSS Hi-Cap fuses have 
an interrupting rating of 
200,000) amperes rms 
symmetrical. FUSE’ TRON 
fuses have an interrupting 
rating of 100,000 amperes 
rms symmetrical 





WITH FUSES SAFE PROTECTION 
REMAINS SAFE! 


Unlike mechanically oper 
ited devices, a fuse has no 
hinges, pivots or contacts to 
stick or get out of order. Dust 
fumes, corrosion or age cannot 
increase a fuses capacity or 
lengthen its blowing time 


for more information 
On BUSS Hi-Cap Fuses 


On FUSETRON dual-element Fuses 





Main Switch Board — BUSS Hi-Cap 
and FUSETRON fuses 


Distribution Ponels 
PROTECTED BY 
FUSETRON FUSES 


ANOTHER BUSS HI-CAP AND FUSETRON FUSE INSTALLATION — BUSSMANN MFG. DIVISION, McGrow-Edison Co. ST. LOUIS 7, MO. 


Ano 


Paralleling the ever increasing growth in trans- 


former and network capacities is the growth in the 


magnitude of possible fault currents 

That is why Architects and Specifying Engineers 
are turning to BUSS and FUSETRON fuses as the 
safest, most dependable protection. 

These fuses have ample interrupting capacity to 
handle today’s conditions and to permit future 
growth in the electrical installation or in the capac- 
ity of the network feeding the installation. 


And with fuses, protection remains safe 


Dust fumes, corrosion or age cannot increase a 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


BUSS FUSES 


OUTSTANDING INSTALLATION TO SHOW YOUR 
CUSTOMERS that Electrical Protection is Going MODERN 
with BUSS and FUSETRON Fuses 


fuse’s capacity or lengthen its blowing time. The 
Operauion of a fuse 1s not dependent on latch triggers 
or other devices that are subject to the strain and 
jars Of mechanical action 


\ fuse cannot stick or fail to operate when elec 
trical trouble occurs. One year, five years or twenty 
vears after installation a fuse will provide the same 
high degree of protection as on the day it was in 
stalled. 


Whenever you talk electrical protection to pros 
pects or Customers, keep these basic facts in mind 


{t will help you make profitable sales 


BUSSMANN Mfg. Division, McGraw-Edison Co., St. Louis 7, Mo. 


ELECTRICAL SYSTEM 





